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EVERSTICK 
ANCHORS 


lead the 
world 


in anchor sales. 
WHY? 


EVERSTICK 

Anchor Ce. 

8t. Louis, Mo. 
U.S.A. 


PEIRCE 
HAMMER DRILLS 


enable you to drill holes in masonry 
rapidly, accurately and economic- 
ally. Does the work in one quarter 
of the time required by any other 
method. Just the thing to use when 
i ing expansion bolts —espe- 
cially Peirce Expansion Bolts. 


Ask Your Jobber 


HUBBARD & CO., Pittsburgh, Pa. 


The Hardware makes the Line— 
Hubbard makes the Hardware, 


Telephone Cables 
ALL SIZES AND CAPACITIES 
Hard Drawn Copper 


Ge pz QD, Telephone Wire 

AER \ Galvanized Iron 

cd Telephone Wire 
EI, Slemens-Martinand 


High Strength 
Strands 


AMERICAN ELECTRICAL WORKS 
PHILLIPSDALE, R. I. 
CHICAGO—11? W. Adams St 
CINCINNATI—Traction Building 
NEW YORK— 233 Broadway 
BOSTON—176 Federal St. 








augle 
Poles 


IMMENSE STOCKS—Northern 
and Western Cedar. 


24 HOUR LOADING—ordered 
9 A. M.—en route 5 P. M. 


BUTT-TREATING — any form 
—open-tank method. We PEN- 
TREX treat. 


NAUGLE POLE 
& TIE CO. caicaco, 11. 
New York Columbus, O. Kansas City Boston Spokan 


MAIN YARDS: *Chicago, *Pinconning, Mich., Green Bay, Wis 
*Pentrezing and treating plants at these yards. 
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BURGES 
BATTERY 


THE STANDARD 


For Telephone{Equipment 

















Every Burgess Battery is specially constructed 
for one specific purpose. So a Burgess Tele- 
phone Battery is a battery designed to meet 
exacting telephone requirements—to give long 
life on intermittent work. Special terms on 
contracts. 


**Look For The Black and White Stripes’ 
BURGESS BATTERY COMPANY 


Stocks carried at 


Madison, Wis., Chicago, Kansas City, St. Paul 


American Steel & Wire Co.’s 


W &M 
"T eaepnone 
elegraph 
Wire 


Strand -steer wire 
Pole Steps 


Descriptive literature—free 
American Steel & Wire 


Chicago Jom 
New York Cc aed 


CEDAR 
POLES 


Wire or write for 
delivered prices 


NATIONAL POLE CO. 
ESCANABA =: :: MIOM. 


220 Broadway, New York 
2844 Summit St., Toledo, Ohie 
Rialte Bidg., San Francisco 


Tort AYNE 
PRINTING ¥ ¥ ComMPANY 
FORT WAYNE, IND. 


Printers and Blank 
Book Manufacturers 


Write for Sampias sna 
Prices on 1.C.C Forms 


Ours Are the Ses: 


THIMBLESS 
EYE 


is the latest 
improvement on 


Matthews 


Scrulix Anchors 
Costs No More 


W. N. Matthews & Bro., Inc. 
St. Leuis, Me. 
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1L Desk Stand 
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105A Magneto Telephone: 















6A Automaphone 


LEICH ELECTRIC CO. 


GENOA, ILLINOIS 
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Telephone com- adopt that method 

janis ana other CURRENT OPINIONS AND COMMENTS | «©: ‘om ait 

utility corporations ficulties. They must 


under public regulation now have an op- 
portunity to drive home the fact that 
they are doing business under conditions 
radically different from those governing 
other business enterprises. 

It is necessary to do this, too, in order 
to offset thoughtless, unfair complaints 
Too 


many people do not realize that a tele- 


against service rate adjustments. 


phone company is not, like a merchant, 
able to fix its own price for the com- 
modity it sells. 
* * * * 
We have recently seen how the coal 
dealers complain bitterly at the effort of 
the government to fix their prices to pre- 
vent the public from being gouged when 
a fuel shortage threatened. It is still re- 
membered how the farmers howled be- 
cause fair price boards made rules dur- 
ing war times to control the cost of food 
products. 
The farmers, who often kicked because 
telephone rates were advanced from a dol- 
lar a month, rebelled at the notion that a 


government board should regulate their 
rop prices, without a thought that simi- 
lar regulation controls the operation of 
ublic utility companies at all times. 
Governmental price-making for 


products has ended, but the regulation 
f telephone rates continues and is here 
» stay. The public should be educated 

understand this difference between the 
tility business and other lines of com- 
1ercial endeavor, to stop the unjust criti- 
The 


sm of public service corporations. 


farm: 





average citizen, who doesn’t think of this 


marked contrast, would be more fair in 


his attitude towards the utilities if he 
appreciated the situation. 
* * *k 
An editorial in Price Current refers to 
this angle in a forceful fashion. 
“Just suppose,” it says, “that the mer- 
chant was operating under such a handi- 
cap as public service corporations must 


bow to. Here is what would happen: 


“First, the selling prices of all goods 
would be fixed at a definite markup over 


cost. If ever an advance was taken, then 
permission from the state must be got- 
ten. If a new line of merchandise was 


to be added or new fixtures bought, then 
new capital would have to be put into 
the business. Earnings could not be di- 
verted for that purpose, if there were any. 

“At the end of every year, Mr. Mer- 
chant would have to submit a detailed 
statement of his business to the state, 
whose experts would check up any dis- 
crepancy. 

“If money was borrowed to start the 
business in the beginning, the indebted- 
ness could never be paid off out of earn- 
ings or from a sinking fund created from 
earnings. In other words, when the in- 
debtedness fell due the merchant would 
have to refund it at the bank or else- 
where. 

“If merchants had to under 
such handicaps as these, they soon would 


quit business.” 
ok + oe 


operate 


Yes, it is the privilege of the merchant 


when things don’t go 
like the tele- 


phone are not so independent. 


to quit business 


right, but public utilities 


They can’t 


keep on, even though showing a loss, for 
they have a duty to the public that must 
be discharged or the community life would 
break down. 

Public utility law recognizes this fact. 
The commissions realize this and, there- 


fore, fix adequate rates that will enable 


the service corporation to exist and pay 
its way. And yet, unthinking people will 


complain and berate both utilities and the 


commissions. One of the most important 


tasks of the utilities is to convince the 


public that this attitude is wrong. 


+ * * * 


Continuing, the Price Current editorial 
says: 
“The Price Current is not advocating 


that regulations of corporations be with- 
drawn. We do urge, however, that busi- 
ness men know what they are talking 
about before they pass judgment on such 
matters. 

“It is no longer the thing to lambast 
the railroads, the light companies and the 
telephone systems. These are the three 
great modern 
transportation, power and communication. 
The age demands that they obtain the use 
of these great modern conveniences. 

“And one of the 
sources of public service is the good will 


necessities of business— 


most important 


of consumers understanding and 
fairmindedness permit the introduction of 
new capital for greater development.” 

* * * * 


whose 


Telephone men should give such ideas 


as are here quoted the widest publicity. 
Price 
that 
world. Its 


Current is a grain dealers’ journal 


has influence in the agricultural 


opinion is favorable to a 
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square deal for telephone companies and 


local 


rural 


should be inserted in newspapers 


where it will reach subscribers. 
The principle supported, of course, ap 
plies to the telephone industry every 
where 
* * 


In this well to 


same connection, it* is 
bear in mind that most people forget that 
while other lines of business were reaping 
big profits during the era of high prices, 
telephone companies were receiving very 


moderate compensation. 


“Give me a_ thousand 
little 


hopes of 


just one 
and | 


utility 


years 


thousand—more to live have 


meeting a public which 
wouldn't skin me if it could.” 

1 heard a man say that many vears ago 
said. A good 
people thought the same thing. It 
was in the atmosphere 


He meant what he 


mat 
other 
You could whip 
the manager 


drunk 


possibly ; 
take his from 
him; or you could start a competing com 
pany 


you might get him 


and money away 


Those were the best means vou had of 


going after what thought 


entitled to 


you you were 
Having in mind the progress 
that has been made toward an improve 
ment in think it not 


friend now, 


relations, I 
unlikely that, should 1 see my 
he might say 


public 


“Give me just ten maybe five 
live and I'll that it’s 
hard to find a public utility which hasn't 


won the 100 per 


years 


more to show you 


cent confidence of the 
public.” 

But that’s ten—maybe five—years off 
yet. There are still some public utility 
officials who think it is the divine right of 
the public utility to abuse the public in- 
stead of to be useful to it; and there are 
still a lot of public service patrons who 
find negotiations with utility representa 
tives a little less irritating than a swift 
kick. 

They came honestly by this opinion. It 
used to be the policy of public utilities to 
“treat “em rough and tell ‘em nothing.” 
Personal grudges were evened up; politi- 
cal motives were satisfied; the public in 
general took what it could get. Because 
the public could find out nothing about the 
utility, it had to believe what it heard; 
and everybody helped the bad 
along. 


reports 


“he public has not vet forgotten these 
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No utility could boost its rates overnight 


to keep pace with rapidly rising costs 


State regulation stabilizes service rates, 


and it is usually late in enabling the utility 
to cope with advancing expenses. 


* * * * 


Hlere is a good argument in favor of 


local ownership of a telephone company, 
that appeared in the Industrial News Bu 


reau 


‘A community in which a large num 


her of families derive a portion of their 


income from dividends of the local public 


By J. Howard Mathews 


Service Engineer, Illinois Commerce Commission 


Some still feel that the 


cashier window was originally made small 


things. patrons 
and that cages were built to prevent fights 


hetween the public and the utility repre 


sentatives. If they can go in and pay the 
bill and get out without having their feel 
ings hurt, they think they are getting off 
easily They are always expecting some 
mean advantage to be taken 

lL once stood in line waiting for a clerk 
hall to make out 


in the city a marriage 


license. To the second pair ahead of me 
he velled out (to the “Take your 
hat off"; (to the girl), “What's 

She said, “Ruth”; he said, “It 
asked for your surname.” Then 
intended husband, “You better take 
her home 


man ) 
yout 
surname 
is not, | 
to het 
until her mama can teach her 
what her name is.” 

When the man attempted to answer for 
the girl and to give her address, the clerk 
said gruffly, “I asked her, not you; don't 
either of vou know anything?” 

To the next man he velled, “What do 

The 
want a 


you want have an 
meat—oft 


and he 


should 
pound of 


man 
swered, “I 
the end of should 


But he didn’t sav anything 


your nose,” 
have taken it. 
because he wanted the license more than 
he wanted the meat. 
Now a like that 


window of a 


man 
operate at the marriage 
license bureau but how far do you think 


may be able to 


he would get if he had been trying to 
dispose of something the people were less 
anxious to get—dry goods, bonds, insur- 
ance, or telephone service? 

There used to be such clerks at public 
utility windows. There are some yet and 
I want to discuss the necessity of trans- 
ferring such an employe, if you have him, 
to some job where he will never meet the 
public. You cannot handle one of your 
patrons as a package of merchandise and 
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utility company is essentially a thrifty and 


progressive community ino which disturb- 


ers and agitators find little sympathy, and 


sound financing is regarded as the basis 


of future prosperity.” 


That is true It is equally true that 


the service company 


held by 


whose capital stock 


is largely home folks is sure to 


have less trouble in its public relations 


There is a pronounced trait in) human 


nature to be less critical of those things 


in which we have a direct 


Blood Ss 


miterest 


thicker than 


water 


The Art of Satisfying the Public 


Giving the Complaint Department the Special Attention It Should Have 
Some Points on ‘Public Utilities and Complaints Made by the Public’? Brought 
Out in Paper Presented at the Convention of the Hlinois Telephone Association 


expect him to think of your company a 
a humane organization 

If | were an official in charge of public 
and had tried out 


relations of some utility 


in my own organization the ideas IL want 
vou to adopt, | believe | could say T had 
found that they pay financially, and could 
prove that the carrying out of these ideas 
of better 


to the public utility. IT am in 


relations is of practical value 
a position 
where I can readily see the experience of 
utilities which are practicing these ideas 
The age of the survival of the fittest is 
$ 


The 


is that a 


not -vet gone only chanee in the 


ancient law new kind of fitness 


is needed nowadays. Instead of fitness for 


fighting, we need a fitness for working 


amicably together, and the fittest public 


right 
Watch him and note 


utility official is the one with the 
public relations idea 
where his organization is five vears from 
now. . 
Some representatives of the old school 
say, “What do we care? We have a mo 
nopoly of the business.” But don’t forget 
that the public is the judge of vour serv 


ice. When 


franchise 


you want increased rates, 


privileges, rights-of-way, ot 


temporary ‘toleration of poor service ot 
poor construction, it is mighty good busi 
ness to have the public feeling the same 
way about it that vou do. 

For the benetit of anyone who does not 


know it, T'll 


never did any 


already 
that it 


venture the guess 


company any hug: 
amount of good to have a dozen city at 
tornevs, a few mayors, a school truste 
and a representative of the Ladies’ Hom« 
Improvement Association present at 

hearing and anxious to inform the regu 
latory that the company is 


mismanaged, is making excessive profit 


commission 


and needs no further encouragement. 


The good manager of today doc 





keen. 


t 
a 
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sways it in 


care about public opinion. He 


his direction. If the well-managed organ 


izations care, it should be a good example 
for all others to follow. 
ophy to do as those achieving success do. 

We have 


electric utility: 


It is good philos 


heard this said about the 


It buvs its juice for half a cent and sells 
it for a dime; 

And when you've signed the contract, can't 
deliver half the time 


This was supposed to have been said in 


a joking way, but a large part of the 


public believes it The patron of the 


utility does not realize what the utility 


truly is and what it is trying to accom 
what he hears on 
street 


plish. He knows only 
the street, and those talking on the 
have in the past been mostly faulttinders 
The reason that such a condition exists 
lies with -the utility. If the customers 


believe the electric utility buys its energy 


for half a cent and sells it for a dime, it 
hehooves the electric utility to lay its cards 
table 


skeptical people where the other 9% cents 


on the right side up to show. the 


are spent; and it pays the utility to go 
fo some trouble to explain the cause of the 
relatively few hours of | interruptions 
which the knocker has defined as “half the 
time.” 

This same man might have said about 


the telephone company 


They charge you for a private phone, with 
forty on your line, 

They rine the Beauty Parlor 
ask for Lincoln Mine, 

Or af they ring your party right, you tind 
the line is dead, 

Or there's cross talk, noise and ZOSSIP so 
vou cant hear half that’s said 


when vou 


Remember vou are dealing with a public 


having prejudiced ideas against public 


utilities. Their minds must be disillusioned 

their prejudices must be removed, their 
minds cleared; and they must be taught 
to expect, and learn to receive, the same 
courteous treatment that they get at other 
There are just and 


places of business. 


fair-minded public utility officials every 


where about us, but the public is not 
everywhere ready to concede it. 

You will have to do some things your 
predecessors did not do if you want to 
change the attitude. You 


have to do some things you have not been 


present may 


doing. You would not vote the demo- 
atic ticket simply because your father 
oted it. If you were managing a farm, 


you wouldn't use obsolete equipment sim- 
ply because they used it when you were 
boy. As business manners and methods 
velop, you must advance with them. 
Your problem is to convince the public 
t your integrity and sincerity. Managing, 
Cperating and financing interests are rap- 
illy becoming convinced that to be well 
inaged, public utilities must get the un- 
nted confidence of the public. Properly 
ited users of the public utility service 
be made to feel, and should be made 


ty 
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to feel, that they are partners in the busi 
ness. Such an attitude can be developed 
only by conscious and continuous effort, 
and | am now going to try to give you 


some practical suggestions for bringing 


this about 


Sell Your Company to the Public. 


\ vreat deal is bemg said these days 
about salesmanship—about selling your 
ideas, selling your services. To sell an 


in a convincing 
When once the idéa is sold to a 
unreservedly. He 


idea means to get it acro 
manner. 
man, he believes in it 


knows it is something that will win out 








THE MAN WHO COUNTS. 


The man who counts is the man who 
is decent and who makes himself felt as 
a force for decency, cleanliness and civic 
righteousness. 

First he must be honest. In the next 
place he must have courage; the timid 
man counts but little in the rough busi- 
ness of trying to do the world’s work. 
In addition, he must have common 
sense. If he does not have it, no mat- 
ter what other qualities he may have, 
he will find himself at the mercy of 
those who, without possessing his de- 
sire to do right, know only too well 
how to make the wrong effective. 


Theodore Roosevelt. 





he will talk about it, work loyally for it, 


Why should a 


banker, a lawyer, a doctor, or a dry goods 


and risk his money on it 


storekeeper be your community leader? 


Why not your public utility official? He 
should be, and in ten years he can be. 


I can think of no slogan which just 


now would more effectively assist the 
public utility to this end than would “Sell 
Public.” By that I 


the people behind 


the Company to the 
mean you should get 


your company with a feeling that makes 


them want to push it along. Consciously, 
or unconsciously, the best-managed public 
utilities are preaching and practicing this 
gospel. 

Before you can sell your company to 
the public, you will have to sell it to your 
own employes. A book could be written 
on how to do this, but I will not discuss 


it here except to say that when you have 


.sold your company to your employes and 


instilled into every part of your organ- 
ization, into every employe, the spirit of 
the movement and a loyalty to his organ- 
ization you are in a fair way to succeed 
‘n your proposition. 

More must be done to sell the public 
utility's business to the community which 
it serves. Talk about it, sleep with it at 
night, discuss it at meals, explain the idea 
the commercial, rotary and_ busi- 
clubs. To 


before 


ness men's stimulate interest 


offer prizes or get some of your employes 


to present papers at your meetings on 
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some subjects 
“Satisf ving 


like “Meeting the 
a Complainant,” ot 


Have an 


Public,” 
7 ourtesy 


Pays.” honorable mention list 


and commend employes when they de 
serve it oor when the public specifically 
mentions the courtesy of one 


In order to instill the proper spirit inte 


employes, you will have to keep hammer 
ing at them If vou cannot get an em 
plove into line, transfer him \ man who 
cannot learn the advantage of proper rela 
those 


just about as 


tions with with whom he deals 3 


valuable to his job a 


bunion is to a tennis player 


If you would succeed in selling your 
company, you must handl omplaint 
properly, show individuality to your cu 


tomers, and see that the 
Select employe 


public 4 in 


tormed fitted for thei 
work and keep your equipment and facili 
ties sightly and in good repair. Keep al 
ways on the alert to improve your 


what the 


ervice 
and find out people don't like 


about it or about you—get acquainted 


with the functions and the personnel of 


the state commission and work with it 


Handling Complaints. 
Start your campaign of selling the com 
particular attention to the 


pany by giving 


handling of complaints. If a subscriber 


appears at the window to file a complaint 
and the clerk behind the railing growls and 
snarls at him, the subscriber gets the feel 
steel 


between him and the clerk is for his own 


ing that the purpose of the guard 


protection. He expects mistreatment. The 
looks out 


window as if 


clerk through the cubby-hole 


he expected the subscriber 
to raid the place, throw a flat iron at him 


or serve a subpoena, and the subseribetr 


looks back at him as if he is afraid he 
will be dragged in through the window 
All this is 

It has 


method of 


condvcive to mistrust 
heen our experience that the 
handling complaints has been 
one of the most important, if not the most 
molding the 


important, factor in public 


public utilities. The relations 


utility and the 


opinion ol 
hetween the puklic are 


amicable or inimical, depending to a large 


exten! on the utility’s success in satisfac 
torily handling complaints and the contro 
versics arising through complaints. Many 


1 


a competitive svstem can be traced direct 


ly to the utility's failure to properly copé 
with some situations usually originating in 
a complaint against the service. 

Through the 
most 


handling of complaints 


utilities find their only opportunity 


of mecting their consumers. The utility 


gains its typression of its consumers 
throvgh these complaints, which are often 
presented at a time when the consumer is 
indignant. On the other hand the con- 
sumer gains his impression of the utility 
through the methods by which the com- 
plaint is landled. This is 
but it is a condition of fact 
be met and emphasizes the importance to 


unfortunate, 
which must 


a public utility of meeting the situation in 
a commendable manner. 





16 


A consumer may have but one occasion 
in his experience to register a complaint 
against a public utility. His opinion of 
the utility—and certain of his associates 
will be influenced by his opinion—will be 
based on the treatment accorded him in 
that experience and the amount of indi- 
viduality the utility’s representative in- 
jects into his case. To the complainant’s 
mind, his case stands out as a particular 
case meriting individual attention. 

To the utility’s complaint man, it is only 
one of dozens he has encountered, per- 
haps on the same day, and unless he is 
particularly adapted to the work and con- 
tinuously on his guard he may treat the 
complainant indifferently, perhaps discour- 
teously, and will dispose of the complaint 
in a perfunctory manner very much as a 
local resident might answer inquiries of 
tourist visitors who are ever harassing 
him for information. To the complaint 
man it lacks individuality. To the com- 
plainant it is a real grievance, and he will 
be permanently impressed by the manner 
in which it is handled. 

If the utility is willing to give each 
complaint a just investigation and im- 
press the consumer with its sincerity of 
purpose, the complainant is well satisfied, 
feels an appreciation of the utility’s wil- 
lingness to properly serve, and to him the 
organization assumes human 
istics. 


character- 


A satisfied consumer is a good adver- 
tiser. A dissatisfied consumer, on the 
other hand, may cause a_ utility more 


trouble and grief than a whole community 
of indifferent customers. 
is not adjusted to his satisfaction, he is 


If his grievance 


a cumulative liability. If his complaint 
is handled to his satisfaction, he becomes 
a traveling asset and develops into a more 
effective booster for the company than if 
he had never had occasion to complain. 
Individuality. 

We have seen competitive plants vigor- 
ously agitated and often constructed in 
communities where the service is reason- 
ably good, simply because the management, 
or some representative with whom the con- 
sumer has had occasion to deal, has not 
shown the proper disposition to render the 
complainant the relief he desired. 

I have discussed the necessity of giv- 
ing particular attention to complaints. 
Some subscribers never complain, but 
most of them have contact with the utility 
in some way or another, if it is only for 
the purpose of paying a bill. If the com- 
pany accepts the subscriber’s money with- 
out offering him some recognition of his 
individuality, it has lost a good oppor- 
tunity to save money. Yes, I mean save 
money, for it will cost real money to 
otherwise create the good will or gain the 
favorable publicity that a pleasant thank 
you will get you. 

Did you ever notice that one of the 
ingenious tricks of a good salesman is to 
know your name before he sees you? 
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When he calls you by your name, you 
feel he has in some way singled you out 
of the crowd. If your clerk at the 
cashier’s window says, “Thank you, Mr. 
Jones,” when one of your subscribers has 
paid his bill, Mr. Jones feels just a little 
bit puffed up. Not much, but just enough 
that as he goes out of the building he has 
a feeling he is just a little better than 
the average run of men on the street. 
When the long distance telephone opera- 
tors with whom I have to deal say, “All 
right, Mr. Mathews, we will take care of 
it for you,” I feel that I have been given 
special attention. 

When I go to a certain town, I always 
go to a particular hotel which is not as 
good as some others. I go there because 
the clerks tender me small courtesies. 
They know my name and inquire about 
my health. It flatters me a little. A cer- 
tain cobbler gets all my business because 
he has made it a point to learn and call 
me by my name. It is the weakness of 
humanity to want to be catered to. Your 
subscribers are the same way. 

These people who give you a little un- 
usual attention are not necessarily clever ; 
they have learned by experience or have 
been taught that it is good business. | 
have noticed that when any individual in 
any kind of business organization shows 
me some individuality, my attitude toward 
his organization changes. If someone 
treats me as a human being and not as 
an impersonal object, I am bound to 
think of his organization as human and 
personal. If a part of an organization 
smiles at a man, he smiles back at the 
organization. 

If you do not want to be courteous for 
moral reasons, then do it for selfish rea- 
sons. If you were stuck in the mud and 
a stranger passed by, wouldn’t you con- 
sider it good business to pass him a 
cheery “Good Morning” if you thought it 
might result in his helping you out of a 
bad hole? , The far-sighted man _ will 
always greet his fellowman pleasantly be- 
cause he reasons he does not know when 
he may need help of some sort to get out 
of a hole. 


Fitness and Personality. 

Frequently I hear good executives dis- 
cuss the advisability of transferring this 
man or that because he does not fit. He’s 
a square peg in a round hole. He has not 
the proper viewpoint for that particular 
community. When they do make a change, 
an improvement is readily apparent. 
Trouble in that community rather miracu- 
lously disappears. Complaints disappear 
and you find the people anxious to do 
something for the company. 

Some people are so rough that whatever 
your point of contact, you strike a sharp 
corner. They are like porcupines. No 
matter which way you approach them, you 
go away with a quill in you. You are 
hurt and try to avoid them in the future. 
Some people naturally antagonize other 
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people. They can work well alone, but 
the moment they try to work with others 
they are out of place. 

We can all recall individuals within our 
acquaintance who, even in granting favors, 
make enemies. We also know of men 
who can refuse a favor and do it in such 
a manner as to make a warm: friend of 
the man whose request was denied. A 
complaint man with the right qualifica- 
tions can make most of the dissatisfied 
consumers feel they have been given every 
courtesy and consideration and can cause 
them to see the unfairness of their point 
of view, at the same time putting them 
in such a frame of mind that they will 
he satisfied with the treatment accorded 
them. 

Select your representatives from a con 
sideration of their aptitude at character 
reading, knowledge of human nature, and 
ability to get along with people generally. 
Tactfulness aids success. A tactful man 
has a great deal easier time than the man 
who’s always doing the wrong thing, say- 
ing the wrong thing, getting hold of the 
wrong handle of things, the man who is 
ill-timed and who is generally out of 
harmony with those about him. The man 
with a great amount of tact and small 
ability will often accomplish a great deal 
more than the genius who has no tact. 

Agreeableness is worth money; it will 
sell real estate, life insurance and public 
utility service when smooth talk won't do 
it. It will bring your opposition to your 
way of thinking when persuasion won't 
do it. It will convince the skeptic when 
argument can’t; and it will drive home 
the truth when reasoning fails. 

Politeness and courtesy are to public 
utilities what pneumatic tires are to a car. 
They make the going much easier. A 
grouchy or discourteous employe is a flat 
tire—he needs changing. 


When linemen, construction men, in- 
spectors or complaint men go on to a cus- 
tomer’s premises they should leave every- 
thing as they found it. If they work out 
side they should be very careful of plants 
and flowers or shrubs and of the lawn. 
One of the most frequent causes of tele- 
phone trouble is grounds in trees. It is 
very important that you get permission to 
trim trees, and you cannot get this unless 
you are very careful when you get the 
privilege not to abuse it. Trees should 
be trimmed—not butchered. 


The Executive’s Responsibility. 


Nor does the fault always lie with th 
man lower down in the organization. |! 
have seen the report of a case where 2 
managing organization was trying to help 
another company in establishing fair value 
of property. A conference was held wit) 
the president and general manager and in- 
quiry was made about the general attitu 
of the company on certain matters. 

“Suppose the opposition asks me su 

(Please Turn to Page 36.) 
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When Business Men Meet Operators 


Business Men’s Organization Highly Impressed with Caliber of Telephone 


Girls and Promise Them Co-operation—Fort Wayne, Ind., Company Enter- 
tains Club at Luncheon and Tour of Exchange with Girls as Guides 


Fort Wayne, Ind., November 3, 1922. 
Mr. Frank E. Bohn, 

Y% Home Telephone Co., 

City. 
My dear Frank: 

1 want you to know that a large num- 
ber of “Questers” have said to me how 
much they enjoyed your hospitality this 
noon and that they are more appreciative 
than ever before of the responsibilities 
that make for good telephone service. 

Going through your plant with the 
capable escorts you provided has been an 
education—yes, a revelation. 

On behalf of the Quest Club, I want to 
thank you and your efficient organization 
—every one of them. 

Yours truly, 
W. C. RAstettTer, President. 

“That’s what they all say” about the 
manner in which the Home Telephone & 
Telegraph Co., of Fort Wayne, Ind., 
played host to the members of the Quest 
Club on Friday, November 3. The Quest 
Club is an association of 100 of the most 
prominent Fort Wayne business men of 
keen discernment and steady judgment. 
However, when they come across a good 
thing, they’ve got all the enthusiasm of 
the real estate salesman who was so sold 
on the marvels of Dove-Cote Manor that 
he purchased a couple of lots, himself, and 
built a love-nest. 

Mr. Bohn, secretary and general man- 
ager of the company, was fairly flooded 
with letters of appreciation, beginning the 
The compliments came _ thick 
and fast on his personal efficiency as man- 
ager and host; the charm of the operators 
and the ease with which they stepped from 
the switchboard to the role of hostesses: 
and the up-to-date home and equipment of 
the company. 

The novelty of the occasion—which, in- 
cidentally, “went over big” and served in 


next day. 


a degree beyond measure to fix more firm- 
ly the place of the Home company in the 
hearts of the public of Fort Wayne—was 
the tour of the exchange with the oper- 
ators as escorts. The praise which the 
girls received for their comprehensive ex- 
planations of the working of the plant and 
heir ready answers to innumerable ques- 
tions beginning, “What happens when—” 
was well deserved. 

The Home company has been host to 
many organizations and has _ established 
quite a reputation for its hospitality, but 
this was the biggest and best yet, the out- 
Standing difference between this and for- 
mer affairs being the way in which it was 
received by the guests. 

The company thought it made quite a 
hit when it gave a luncheon and entertain- 
ment for the Rotary Club a year or so 


By M. J. Fleming 


ago, but when the whirlwind of votes 
struck Mr. Bohn’s desk November 4, he 
knew the company had carried the polls 
without a single dissent. The days fol- 
lowing but added to the pile and a recount 
wasn’t even thought of. 
The invitations—which were sent out 


over signature of “The Telephone Girls” 

















Frank Bohn Scored Heavily for the Fort 
Wayne Home Company When the 
“Quest Club’? Lunched at the 
Exchange. 

—requested the presence of all the club 
members at luncheon in the dining room 
of the company’s main building at 12:14 
p.m. A little note was also slipped inside 
the invitations telling why the girls wanted 

the Quest Club as their guests. 

“We feel that there is a common inter 
est,” read the note, “between the business 
and professional men of Fort Wayne and 
the operators who represent the 
Telephone & Telegraph Co. 
your telephone service. 

“We have found that 
better acquainted with the needs of our 
patrons, and they become better acquainted 
with the operation of a telephone office, 
better service is always the result. There- 
fore, we sincerely hope you will accept 
this invitation, so we may serve each other 
much more effectively. 

“We will meet you at the foot of the 
stairway, Main street 
your best smile.” 

Who could resist it? None, apparently, 
for with scarcely an exception, the Quest 
Club came with all its membership. 
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Home 
in providing 


when we get 


entrance. Bring 


While the operators were the hostesses, 
they were treated as guests of honor. Near 
the conclusion of the luncheon, the club 
arose and drank a toast to them, proposed 
by Judge J. M. Barrett, Sr. 
from 
T. McCray—whose presence was 
“sprung” by Mr. Bohn—to the 

member of the club, was a 


Everyone, Indiana’s 


Warren 


governor, 


a surprise 
most staid 
“gallant.” 

The luncheon was prepared in the cafe 
teria of the company and was served by 
just as there were 


many operators as 


guests, each operator serving one plate. 
The girls wore white aprons and yellow 
caps and the dining 


paper room was 


trimmed in Halloween decorations. Music 
during the luncheon was furnished by the 
girls’ orchestra. 

Governor McCray, in a brief talk, de- 
clared that he was having genuine enjoy- 
ment as a guest of the company and in 
meeting in that informal manner the mem 
bers of the Quest Club. He said that the 
organizations 
important part in the civic life and stand 


club and similar have an 
for better things in the community. “Hav- 
ing for its purpose the unlifting of the 
community and _ the better 
citizenship,” he said, “it is, indeed, a most 


creation of 


for good.” 

He remarked that if Mr. Bohn should 
ever decide to leave the telephone business 
and open a hotel, it would be to the ruin 


valuable agency 


of every other hotel in the vicinity, “pro- 
viding he had as waitresses these charm- 
ing and efficient young women who have 
served us today.” 

Mr. Bohn bade them welcome on behalf 
of the 150 employes, and 
especially on behalf of its 250 telephone 
operators. He was heartily applauded 
referred to the operators, who 
had finished 
around the 


company—its 


when he 
were standing 
room, as the “uncrowned 
heroines of gentleness and 


serving and 


patience, 
courtesy.” 

He explained a little of what the op- 
erator has to contend with in the course 
of her day’s work: “To sit by the hour 
and plug, plug, plug: to say, ‘Number, 
please?’ in a pleasant voice; to give ever 
that soft answer that turneth away wrath; 
to suffer patiently and with charity that 
unruly and foolish person who bawls into 
her ear; to say quietly, ‘Excuse it, 
please—there is no one on your line now,’ 
knowing that the receiver will be banged 
in her ear; to be velled at, howled at 
denounced and derided when she knows 
that she was not altogether to blame for 
what happened, and to remember always 
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that she is a public servant and not to 
lose her temper—some job! 

“These 250 girls are sisters, daughters, 
young women of exceptional ability and 
charm. They have to keep their positions. 
So I say on behalf of them, we bid you 
hearty welcome.” 

So that each might get the other’s cor- 
rect “number,” he voiced the hope that 
the club members would get acquainted 
with the operators and with their work, 
and that the operators would get ac- 
quainted these representative busi- 
ness men. 

General Manager Bohn then gave them 
a few facts in order that they might com- 
prehend the work of the operators when 
they were going through the offices. He 
told them that the company takes care of 
an average of 150,000 local calls in a day; 
that during the peak hour—from %:30 to 
10:30 a. m.—as many as 15,000 are han- 
dled; and that on some occasions one girl 
handles as high as 500 calls in one hour. 
About 1,300 long distance calls, he said, 
originate in Fort Wayne and about the 
same number come from the outside each 
day. 

The training of operators, the methods 
for checking up and improving service and 
the installation of new equipment to speed 
up the service, were points he discussed 
and they were listened to with attention 
by the guests. 

He urged the Questers to ask the girls, 
as they took them through the operating 
room, about the different things over 
which they had puzzled in the past: “Ask 
them what happens when you forget to 
put the receiver back on the hook—by the 
way, 50 cases of trouble were reported in 
this Main office yesterday because 50 sub- 
scribers had negligently left their receivers 
off the hook. 

“Ask them what happens when, in the 
middle of your conversation, you are dis- 
connected. Ask them what happens when 
you are still connected with a subscriber 
and wish to make another call and how 
her attention is directed to it. 


with 


“T wish to emphasize that a girl cau 
answer only one call at a time, but at the 
same time she can plug up a second call. 
Ask her to explain the multiple and how 
calls are relayed from the South to the 
Main exchange and vice versa. There are 
probably a number of other questions that 
you will like to ask about the things that 
have happened to you in the past.” 

This part of Mr. Bohn’s plan—the tour 
of the exchange—was designed to gain the 
cooperation of the club, as he realized the 
company could not hope for it unless they 
knew where and how to cooperate. 

- That was also the thought in having 
the operators, themselves, take the Quest- 
ers through the place—that these business 
men might spend a few hours with the 
girls, learn how their work is done, and 
_ go away knowing that the girls are an 
intellectual, human and a very likeable 
group; Mr. Bohn knows they are and had 


‘service to the community. 
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no doubt that he could prove it to the 
Questers. He did—for it was agreed be- 
fore the meeting adjourned that members 
of the Quest Club would not be guilty of 
any unreasonableness toward the telephone 
operator in the future, and that they 
would do all they could to make her work 
light. 

Judge James M. Barrett, Sr., who was 
the official spokesman of the club, paid the 
girls some neat compliments. 

“IT know something about managing a 
business concern,” he said, “and hereto- 
fore I have always had wells of sympathy 
for Mr. Bohn, because it is hard work to 
run a business which is a public servant. 
3ut since I have had the opportunity to 
meet the capable and charming employes 
of Mr. Bohn, my wells of sympathy have 
turned to springs of congratulation.” 

He prophesied the truth when he said, 
“When you go from here to the operating 
department and appreciate the difficulties 
of the young ladies in the operation of 
the telephone, your admiration and _ re- 
spect will be greatly increased.” 

That he understood the position of the 
general manager evident from his 
words in behalf of that person: “Perhaps 
you do not realize as I do that a public 
utility is, for many reasons, different from 
other businesses. 


Was 


First, it has no control 
over the selling of its product, and you 
can realize what that means. 

“How many of you, during the war, 
would have been content to have sold your 
product for the same price that you were 
receiving before the war, in spite of the 
fact that your expenses and the cost of 
producing that product had increased by 
leaps and bounds? Such, however, is the 
plight of all public utilities. They must 
get the consent of the state regulatory 
body before they can advance the price of 
their product, no matter how rapidly the 
cost of production other 
their expenses may have been increasing. 

He brought before them the numerous 
obligations of the general manager and 
created a sympathy and a better under- 
standing on the part of the Questers of 
the many problems which the manager has 
to solve. 

“First, he is obliged to give adequate 
Everyone will 
admit that we have a general manager 
here who is alive to that responsibility— 
but he cannot do that unless he has com- 
petent operators to operate the plant. He 
must also give fair wages and fair work- 
ing conditions. Without this, he is unable 
to give adequate and efficient service. 

“In addition to all this, he must produce 
a fair return to the investor who has his 
money in the plant so that the plant may 
continue to operate, and the situation must 
also be such as to induce additional capital 
to build new extensions.” 

Judge Barrett closed his talk with a 
toast that brought a rousing response 
from the club. “I want to propose a toast 
to the telephone girls: May they never 


or, in words, 


” 
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have a less competent and genial general 
manager. May he always have the same 
capable and good looking assistants he has 
at present.” 

Then came the inspection of the offices 
and operating rooms, during which each 
operator undertook to guest, 
enlighten him regarding the complexities 
of a telephone exchange and remove for- 
ever from his mind any doubt of the effi- 
ciency and desire of these public servants 


escort one 


to please their patrons. 

A slight conception of the success which 
the affair met with and the sincerity of 
the Questers in their appreciation of the 
hospitality of the Home Telephone & Tele- 
graph Co., may be obtained irom a few 
of the letters in the tidal which 
swept over Mr. Bohn. 


wave 


Dear Mr. Bohn: 

Your gracious and generous entertain- 
ment of the Quest Club today made such 
a favorable impression that I feel com- 
pelled to express my sincere thanks to 
you, 

The fact that the club members turned 
out very nearly 100 per cent to attend 
this festive occasion, surely ought to be 
very gratifying to you. The few who 
failed to appear will never be able to fully 
realize what a rare good time and oppor- 
tunity for learning something worth while 
they missed. The appointments, ‘decora- 
tions, entertainment and spirit of service 
were all the most exacting could wish for. 

Your management and all vour staff 


deserve great credit for the splendid man- 
ner in which you put over this affair, and 
I feel sure all who were present and 


learned the manifold intricacies of your 
burden and those of your associates and, 
last but not least, of the intelligent and 
lovable telephone girls, will be more con- 
siderate of the big service all of vou are 
giving your subscribers, and the public 
will hold it in higher esteem than ever 
before. 

Very sincerely yours, 

C. J. ScHEIMANN, 
Treasurer, Packard Piano Co. 


My dear Mr. Bohn: 


Such pleasant memories of your de- 
lightful party and splendid hospitality 
have lingered with me that I must write 
you to express, at least in small measure, 
the genuine pleasure which this occasion 
gave me. 

Ofttimes, as vou know, club meetings 
become more or less mere incidents in 
the: dav’s work, regardless of how hard 
the fellows work to provide something 
out of the ordinary. However, your party, 
with its charm and beauty, was so dis- 
tinctively individual and so _ educational 
that it will no doubt be long and pleasant- 
Iv remembered as an outstanding event hy 
these present. 

Tvdgine from the manv favorable com- 
ments which TIT heard from others who 
were fortunate enouch to attend. I feel 
safe in savine that all in attendance were 
as favorahly impressed as mvself. 

With sincere thanks and best wishes, T 
remain 

Yours verv trulv. 
CHAS. 


Mx dear Frank: 

While T have onlv been a member of 
the Onecst Cluh hit a short time and ac 
cardinoly have had the nleasure only - 
few times of attending meetings. T can 
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not allow the dinner and reception which 
you tendered to the club today to pass 
without writing you in appreciation of the 
dinner, the manner in which it was han- 
dled, and to thank you and through you, 


your assistants, and particularly Miss 
Meyers, who conducted Mr. Doud and 
myself through your operating rooms. 

If the smoothness and lack of turmoil 
and the satisfactory appointments that 
prevailed at the dinner and reception are 
indicative—and I believe they are—of the 
manner in which you are conducting the 
telephone system here in Fort Wayne, you 
are certainly making a success of it. 

With best wishes, I remain 
Yours very truly, 

PauL JONES, 
Superintendent, Pennsylvania 








Division 
System. 


My dear Frank: 

While the occasion is fresh in mind, 
I'd like to tell you how really big was 
the event which you staged at the com- 
pany’s office today noon. 

It is one thing to do something, and it’s 
another thing to do it well. It’s one thing 
to take a Quest Club meeting to the tele- 
phone company’s office for the purpose— 
as some might think—to “put one over,” 
and it’s another thing to do it so happily 
that everybody comes away with just the 
feeling of friendliness and willingness to 
coOperate that you could most earnestly 
wish for. 

Every detail was worked out, even to 
the selection and costuming of the girls, 
who looked mighty fine. Your own talk 
was a winner, and the surprise in spring- 
ing the Governor added to the value of 
the day. Barrett’s talk was good and, 
indeed, it was a success all ’round. 


As always, 


B. J. Grisworp, 
President, Fort Wayne Rotary Club. 


Dear Frank: 

The several hours I had the pleasure 
of spending. in your office today were 
among the most interesting that I have 
had in years. And I wish to extend to 
you and the telephone girls my heartiest 
thanks. 

The young lady who showed us through 
your very interesting plant was especially 
courteous and explained all inquiries will- 
ingly and clearly. 

I want you to know that I appreciate it 
very much, and with sincerest thanks I 
wish to remain 

Yours very truly, 
C. C. MILter, 
General Manager, Wayne Paper Goods Co. 


Dear Frank: 

Truly that was a splendid meeting to- 
day. We all realize that. And may I 
express to you and to the Home Tele- 
phone & Telegraph Co. the Quest Club’s 
sincere appreciation of your hospitality 
nd kind favors of the day. 

Yours very sincerely, 
Harry W. Mutter, 
Secretary, Quest Club. 


v dear Frank: 


Just a line to congratulate you on_the 
itertainment you gave to the Quest Club 
is noon. It’ was fine and everybody 
njoyed it—particularly 
Yours truly, 
A. S. Bonn, 
President, Packard Piano. Co. 


Excerpts gleaned from the sentiments 
of other Questers only go to corroborate 
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the opinion of those already quoted. How- 
ever, here are a few taken from the mass: 

D. A. Corey, vice-president, S. F. Bow- 
ser & Co., Inc.: “I believe you have done 
a splendid thing, to give the business men 
an opportunity to realize something of the 
work of the telephone exchange and con- 
ditions 
work. 


under which the operators must 
I would like also to express to you 
my personal appreciation of the very ready 
and careful explanation of the system 
personal Miss 
Rehling (I am not sure that the name is 
spelled right but think you will have no 
difficulty in identifying the young lady). 


made by my conductor, 


“T wish it might be possible for every 
Home telephone user to have the same 
feeling regarding the work of these op- 
erators that I have since making the trip 
through your exchange. It will be easy 
to visualize is happening when in 
the future I take up the telephone to make 
a call.” 

B. Paul Mossman, president, Mossman 
Yarnelle Co.: 


derfully well served and the speeches were 


what 


“The luncheon was won- 


excellent, especially your own oration, to 
which I gave my undivided attention. 

“The visit through your ‘works’ was a 
think from this 
time on I shall be very considerate of any 
mistakes that may be made by the tele- 
phone girls.” 

W. E. invest- 
ments: “I want to thank you most heart- 
ily, and at the same time assure you of 


revelation to me and |] 


Boyd, real estate and 


my cooperation in your very successful 
effort to build up the efficiency of the 
Home Telephone & Telegraph Co. I am 
sure that every man went away feeling 
just a little nearer in sympathy with you 
and your assistants. 

“I have watched your rapid rise in your 
chosen profession with a great deal of 
pleasure. There are few men that could 
have succeeded as well. I trust that you 
will always maintain this broad-minded 
honorable method of business which I am 
sure has been the means of your success- 
ful management.” 

W. C. Dickmeyer, treasurer and man- 
ager, Heit-Miller-Lau Co.: “I was par- 
ticularly fortunate in having as my guide 
a young lady who took a deep interest in 
having me understand all phases in con- 
nection with the operating of a telephone 
plant. I sure enjoyed and appreciated it.” 

W. H. Rohan, investment service: “Your 
entertainment this noon was certainly ‘par 
excellence.’ You are a brick as an enter- 
tainer—and I think your girls are just a 
wee bit better.” 

E. W. Puckett, president and manager, 
Fort Wayne Oil & Supply Co.: “I have 
heard so many expressions since along the 
same line—nobody could have done it just 
like you did it.” 

Summing it all up, the nicest part of the 
whole affair is the friendly spirit toward 
the company and especially toward Mr. 
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Bohn personally, expressed in these letters. 
It is more than a friendly spirit, it’s a 
spirit of fellowship backed up by 
the hearty codperation of the writers. 
These men have found that Mr. Bohn 
and his entire organization are doing their 


x 0d 


best to give Fort Wayne good telepnone 
service, and they are grateful for it. 

Mr. Bohn and _ the 
Home Telephone & Telegraph Co. occupy 


employes of the 


a place in the minds and hearts of their 
follow business men which rightfully be- 
longs to them—and to every telephone 
company. 

Going a little out of your way to make 
the other fellow happy, giving him an 
interest in your own affairs by telling him 
about your chosen work, your plans for 
the future, and placing him on a camarad- 
makes a friend that will “stand 


by” you when you need one most. And 


erie basis- 


the process of making such friendships is 
a very enjoyable one—Mr. Bohn vouches 
for that. 
Operators Derive Many Benefits 
from Conference in Iowa. 
“The best meeting I’ve ever attended,” 
was the emphatic ayowal of everyone who 
was present at the conference of operators 
and _ chief Inter-State 
Dyersville, Iowa, held 
Tuesday to Friday, November 7 to 10, in- 


operators of the 
Telephone Co., of 
Dyersville. declared it 


clusive, at They 


more beneficial than any preceding one 
and expressed the desire to have it re- 
peated in the near future. 

The following array of subjects dis- 
cussed is one reason for the success of 
the meeting and the deep impression it 
made upon the operators: 

The Purpose of the Meetings; Rela- 
tion of the Operator to the Public; How 
Insufficient Ticket Details and Records 
Affect the Work in the Accounting De- 
partment; Collections; A Graphic Chart 
Talk; Report Charge Interpretation; Sys- 
tem—What It Means and What It Is in 
3usiness. 

Routing and Contracts; Public Rela- 
tions; A Talk About the Great Inventor; 
A Talk About Stock; The Value of Char- 
acter in Business; and A Talk on Organ- 
ization. 

There is no doubt that get-togethers of 
this nature bring a closer relationship be- 
tween employes, as well as between em- 
ployes and employers. 

The towns represented at the confer- 
ence Dyersville, Earlville, Holy 
Cross, Arlington, Farley, Cascade and 
Edgewood. 


were 


Mexico Refuses Permit for Wire- 
less Telephone System. 


The Mexican government has refused 
to grant a concession for a $500,000 wire- 
less telephone system in Mexico City and 
surrounding country on the plea that it 
could not be controlled and therefore it 


was dangerous to the peace of the country, 





The Recording Operator’s “World” 


Things Recording Operator Should Know and Do—Importance of ‘First Im- 
pressions,’’ Courtesy and Accuracy—Necessity for Watching Small Details— 
Paper Presented at Operators’ Convention Illinois Telephone Association 


By Miss Ruby Green 


Chief Operator, Hoopeston Telephone Co., Hoopeston, IIl. 


The telephone system is like a great ma- 
chine, in which hundreds of parts must 
work in unison in order to give satis- 
factory service. Service! How much is 
included in that word, and each of us must 
fully know our duties in order to con- 
tribute our part towards that cherished 
goal. 

In connection with long distance work, 
none has greater responsibilities than the 
recording operator. 

When a subscriber wishes to talk to a 
distant point, he asks the local operator 
for long distance, and she connects him 
with the recording operator. He then 
gives the recorder the name of the city 
he wishes to reach, and enough informa- 
tion to complete the call. 

It is the recording operator’s duty to 
take orders from the subscriber for toll 
service, to make a record of each call on 
a form called “Out Tickets,” and then 
send the ticket to the outward operator 
for completion. 

As the first long distance operator the 
subscriber meets is the one who records 
the call, the recorder is in a position to 
influence his idea of the quality of the 
service, and, therefore, accuracy and cour- 
tesy must be combined. First impres- 
sions are likely to be lasting and the serv- 
ice as a whole may be entirely misjudged 
through inefficient work in recording a 
call. 

Courtesy and Personal Service. 

The recorder should impress the sub- 
scriber by being very courteous, and 
should prove to him that she is ready to 
give prompt and cheerful service. The 
idea the recorder should impress upon the 
subscriber is that his call is receiving per- 
sonal attention, and such phrases as 
“Please,” “Thank you,” “Sir,” and “Mad- 
am” should be used whenever circum- 
stances call for words of courtesy. 

Accuracy is of the greatest importance 
in recording a call. You may have to 
verify the number, and unusual or diffi- 
cult names, as the completion of your call 
depends largely on having correct num- 
bers. Always repeat the numbers unless 
you are absolutely sure you heard it cor- 
rectly. If you are not sure of the name 
and number the subscriber gives you, say: 
“What name, please?” or “What number, 
please?” 

Never interrupt a subscriber but at the 
conclusion verify the items you are not 
sure of, and obtain those missed. In dis- 
missing a subscriber, if the name is 
known, say, “Thank you, Mr. Smith, we 


will call you”; and if the name is not 
known, by “Thank you, we will call you.” 
Since another operator is to complete 
the call, it is very necessary that the tick- 
et you make be easy to read, and the in- 
formation on it must be accurate. Never 
attempt to erase or write over a mistake. 
Make corrections by drawing a line 
through the items and rewriting them. 
Enter the details in the order given by 
the subscriber. As most calls are from 








THE PRIME FACTORS OF 
SUCCESS. 


You ask me what I consider the 
greatest contributing factors to success. 

I feel that it is a fact that the world 
is generous to those who work fearless- 
ly and conscientiously—and who keep 
up their courage. When to this is added 
the co-operation of loyal fellow work- 
ers, the results are bound to spell SUC- 


CESS—Barlett Arkell, President, Beach 


Nut Packing Co. 








and to men, it is not necessary to write 


“Mr.” but “Miss,” “Mrs.,” “Dr.,” or 
“Capt.,” etc., should be recorded when 
given. As there are different classes of 
calls it is necessary for the recorder to 
obtain enough information to ascertain 
what class of service the subscriber 
wants. 

These details should be on every out 
ticket: “Telephone Number,” “Party Call- 
ing,” “Distant Point,” “Called Party,” 
“Filing Time,” “Firm” and “Telephone 
Number” if known. The recorder should 
put her number on the ticket and pass it 
to the outward operator. 

There are several codes and phrases 
used by the recording operator, and as 
some subscribers are not accustomed to 
using long distance, certain questions have 
been prescribed in order to secure neces- 
sary information—but this does not mean 
other questions cannot be asked if occa- 
sion should require it. Obtain all neces- 
sary information from the _ subscriber, 
when the call is filed, as it is undesirable 
to have to recall him later. 

It often becomes necessary to ask the 
subscriber, “What place do you wish to 
reach, please?” or “In what state is your 
call, please?” if you are not absolutely 
sure. If the calling party does not offer 
his name, ask, “What is your name, 
please?” and if he refuses it enter RN 
in the calling person space. 
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If a party calls for either of two per- 
sons, enter both names on the ticket in 
the called person space, in the order given 
by the subscriber. If you receive no re 
sponse to the answer, “long distance,” say : 
“Your call, please.” If still no answer, 
you may presume that the call was given 
up. 

If a subscriber asks to have his call 
tried again, he asks for a report on a calli 
Indicate this by drawing a line through 
the code AG (which means try again). 
Also if a subscriber reports himself ready 
to talk on a call he has filed before, draw 
a line through the code AG and say: 
“We will call you.” 


Handling Special Requests. 


If a subscriber asks a call to be rushed 
for any reason, draw a line through the 
item “Rush” on the ticket and pass it to 
the proper operator. If a subscriber re- 
ports he is ready to talk on a call from a 
distant point, draw a line through WH 
on the report ticket, and give it to the op- 
erator just as it were an “out” ticket and 
dismiss by saying, “The operator will call 
you.” 

Sometimes a subscriber is talking long 
distance, and the connection is broken; 
usually the outward operator discovers the 
cut-off, but sometimes the subscriber may 
reach you and report that a cut-off has 
occurred. Question the subscriber to find 
out whether the cut-off occurred on an 
outward or inward call. Enter the details 
on the report ticket, draw a line through 
item “Cut-off” and write “Out” or “In” 
in the remarks space. Dismiss the sub- 
scriber by saying, “I will have the op- 
erator re-establish the connection and call 
you.” 

For various reasons the subscriber gives 
an order to cancel a call. A canceled call 
represents no revenue or much less reve- 
nue for the company, and should be 
avoided if possible. Usually a subscriber 
gives reasons for canceling a call and, 
therefore, you have an idea as to what 
suggestions to make. If he still wishes 
the call canceled, make out a report ticket 
draw a line through the code CA and 
dismiss the -subscriber by saying, “All 
right, sir.” Then send the ticket to the 
proper operator. 

Watch the small details as they are oi 
the greatest importance. By combining 
accuracy with courtesy, all recording op- 
erators can bring their part of the wor 
up to the highest standard and help to 
attain that which our subscribers seek— 
good service. 

















What Is Your Company Doing? 








Chats About Company Doings. 
By Stanley R. Edwards. 

At the recent Manufacturers’ Exposi- 
tion at Idora Park, Oakland, Calif., the 
Pacific Telephone & Telegraph Co. drove 
home the idea that “the telephone is in- 
dispensable to modern business as a sup- 
plement to mail, telegraph and automobile 
service.” 

The exhibit booth of the telephone com- 
pany was divided into two sections. On 
one side was shown an up-to-the-minute 
business man talking via telephone to an 
associate in a distant city. In 


‘Many long distance telephone users do 
not know the advantages of station-to-sta- 
tion calls and when they may be profitably 
used instead of the more expensive per- 
son-to-person calls. 

‘The distinction between the two kinds 
of calls, while not entirely clear to all. is 
really quite simple. When you ask only 
for a certain telephone number, and are 
prepared to talk to any person who may 
be available, you make a station-to-station 
call. 


‘The rate for station-to-station calls is 


tion in the front of your telephone direct- 
ory. Read the instructions carefully. 

‘And remember—the cheaper evening 
and night rates apply only to station-to- 
station calls, 

As soon as we got out this little booklet, 
we began hearing from it, and right away 
we found that the percentage of station- 
to-station calls to the whole number of 
long distance calls was very materially in- 
creasing. In other words, we got our mes- 
sage over to the public with splendid 
effectiveness and at a cost which was very 

much less than if we had used 





the other section was a vacant 
desk littered with papers and 
documents. A sign announced 
that the occupant had gone to 
make a call regarding a busi- 
ness matter and having no tele- 
phone, he must leave his desk. 

There were two public tele- 
phone booths installed for the 
benefit of persons visiting the 


exposition. 
j “Whenever we send out our 
monthly bills,” said the man- 


ager of a large Middle West- 
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ern telephone company, “we 
| also enclose some literature re- 

lating to the management of 
the company and the ways in 
which the public can co-operate 
to get 100 per cent service, or literature 
relating to the sale of our securities, etc. 
“We figure that this regular monthly 
| circularization of all of our subscribers in 
this way is just as good advertising for 
us as though we issued a house organ and 


sent it to each subscriber each month. 
And as we are sending around the bills 
anyway and as the enclosures do not in- 
crease the amount of postage we have to 


pay, it is evident that this method of ad- 
vertising doesn’t cost us anything more 

than the cost of the printing. 

| Furthermore, this method of advertising 


gets our literature to the subscribers: at 
the moment when it will get the most 
attention. They are naturally interested 
in everything that comes in the envelopes 
3 with their bills, for these enclosures may 
deal with their bills, so they read the en- 
closures carefully. All of which is a big 


’ 
AR 


; help to us in getting co-operation that 
: makes for better service and all of which 
4 helps us greatly in disposing of our 


securities. 

Just recently, when we had no particular 
securities or anything else to advertise, we 
: issued a booklet on ‘Cheaper Toll Service.’ 
i This booklet was only four pages in size 
and it fitted nicely into our regular bill 
envelopes. This is what we said in this 
booklet : 
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the with the big 
space we would have used in 
order to make an impression. 
And I doubt if any other form 
of publicity this stunt 
would have becn so successful 
in getting results. 

We always try to limit the 
sent 


newspapers 


for 


month 
We 
experience 
that where more 
than one subject is presented 
to the subscribers in the litera- 
ture with the bills, 
the results are not so satisfac- 
tory as when only one theme 


message out each 
to 


this 


do 
has 


some one theme 
because 


shown us 


enciosed 








Recent Exhibit of the Pacific Telephone & Telegraph Co. 


ing Value of Telephone in the Business Office. 


substantially lower than for person-to-per- 
son calls. 

‘From this fact it might at first thought 
appear that the telephone company would 
prefer to have subscribers use person-to- 
person service. This, however, is not the 
case. The service rendered on a person- 
to-person call is greater than station-to- 
station service which requires extra oper- 
ating labor and circuit time. Consequent- 
ly the company prefers to have its sub- 
scribers take advantage of the cheaper 
station-to-station rates in all cases where 
they can do so satisfactorily. 

‘By giving the matter a little thought 
you can save money on your long distance 
calls. 

‘With many people, calls for a par- 
ticular person have become a matter of 
habit. Often anyone at the telephone 
would serve the purpose just as well, and 
the time required to make the call and get 
the information wanted would be consid- 
erably reduced. Station-to-station calls 
are quick and time-saving. 

‘Person-to-person rates are 25 per cent 
higher than  station-to-station and the 
cheaper evening and night rates do not 
apply to person-to-person calls. If you 
are in doubt at any time as to which kind 
of call to use, or just how the call should 
be placed, you will find a detailed explana- 
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is handled. This is probably 

due to the reason that it is so 

easy to get people confused 
with a lot of literature so that none of it 
makes any very great or lasting impres- 
sion on them. 

We always make our messages as short 
as possible. The booklet I have quoted is 
an example of the average length of the 
messages we send out. It is very seldom, 
indeed, that we put out anything of any 
longer length in the bill envelopes. Peo- 
ple, we find, will take the time to read a 
message of the length quoted, but they 
simply won’t go through anything that is 
lengthy or that looks uninteresting. 

In all the literature we send out, too, 
we try to make the messages just as per- 
sonal as possible. In other words, we 
always present the messages from the 
viewpoint of the reader and not the view- 
point of the company. We try to make 
each subscriber see just where he is af- 
fected by the message conveyed to him 
along with his bill. It is this thing of 
making the messages also personal and 
always important and pertinent, that so 
much of the success of this sort of adver- 
tising depends on, in our opinion. And we 
have found that it works. 

Of course, the character of the matter 
sent out is important. We always try to 
make our literature look as attractive as 
possible and by doing so we help business 
considerably.” 


Show- 


The plan inaugurated by the United 
Telephone Co. of Abilene, Kans., whereby 
cach employe is required to save at least 
1) per cent of his salary has attracted 
wide attention. 

Relative to it the National Industrial 
10 [ast Thirty-ninth 
street, New York City, has announced that 


Conference Board, 
in connection with its studies of industrial 
savings plans, information has been ob- 
tained on an apparently drastic effort made 
company to stimu- 
its workers, indicating 


by a public utilities 
thrift 


the importance ‘which some industrial es- 


late among 


tablishments attach to saving by their em- 
ployes. 

thrift 
every employe is obliged to save 10 per 


“A compulsory plan, whereby 
cent of his salary or lose his job,” says a 
statement from the board, “was put into 
effect on July 1, 1922, by a group of asso- 
ciated telephone and light and power com- 
The plan af- 
workers in 
which 
According 


panies in Northern Kansas. 


fects more than 1,200 estab- 


lishments, the activities of cover 
more than a third of the state. 
to this plan, the mere saving of 10 per 
cent of one’s income is not enough, and 
its investment in some safe and_ interest- 
bearing security is required and is super- 
vised by a committee of seven. 

“At present, approval is given’ to gov- 
ernment securities, building and loan 
stock, or stock in any of the subsidiary 
public utility organizations, or investment 
Half of the stipulated 10 per 
cent insurance 
the payment of back debts contracted be- 
fore July 1. General officers of the com- 
pany and certain bankers constitute the 
committee on investments. 

The plan has been applied to depart- 
ment executives for over a year, and its 
has been proven with them be- 
extended to the other em- 


in a home. 


may he used for or for 


success 
fore it 
ployes. 

The routine handling of the plan, ac- 
cording to the Bureau of Public Rela- 
tions of the companies, is: ‘The savings 
committee keeps in direct touch with the 
employes by sending welfare workers 
throughout the territory; these workers 
thoroughly explain the plan, teach the 
use of the budget books furnished free by 
the management, and help the employes 
personally where compliance with the re- 
quirements séemed difficult. The fifth of 
each month, when the salary checks are 
mailed, a card is enclosed which must be 
returned by each individual before the 
twentieth of the same month. 

‘This ecard states the amount he has 
invested for that 30 days and gives the 
exact nature of the investment. The 
committee examines these reports minutely 
and should any fail to comply with the 
compulsory thrift idea, the matter is taken 
up immediately by letter or by personal 
interview. 

‘Any employe who fails to make a report 
has his salary check withheld until he has 


was 
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complied with the orders. By compiling 
the figures each month the committee can 
determine the exact amount being saved 
by each department, and thus stimulate 
thrift through competition among the em- 
ployes.’ 

Of the success of the plan, an official 
of the companies writes the Conference 
Board: 

‘When the plan first explained 
many employes commenced saving from 


was 


30 to 60 days before the plan's actual 
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ot tn the Country Club District, 
n 8 few secon 


600 telephones in the Jackson Ex 


late that night. » man heard voices back of his lot. Me went 
matter He found the cable crew at work 


KansAs CITY TELEPHONE COMPANY 


We wilt do ous part to make Kansas 
a good place to live in 











This Illustration and Text Matter Were 


Based Upon an Actual Happening. 


enforcement. 
proud to 


Moreover, we are mighty 
find in the reports that over 
half of the workers are saving from 15 to 
30 per cent of their incomes rather than 
the required 10 per cent. At present, it is 


authoritative to state that the plan is 


working fully 95 per cent and we expect 
to see it in 


100 per cent operation by 
January 1, 1922. 

‘Welfare workers report many interest- 
ing cases where individuals have been 
aided by this plan. One wire chief for 
the telephone company, upon keeping an 
accurate check on his income and ex- 
penditures in the budget book, found that 
in one month he spent $16.25 for soft 
drinks for his family and himself. This 
amount, he now asserts, will be put into 
a safe investment every 30 days. 

‘A power. plant employe insisted that he 
could not save 10 per cent of his salary, 
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but it developed that he had spent $15 to 
hire a taxi to see a baseball game in a 
neighboring town; he, too, has learned to 
save. A chief operator, a widow with four 
children, is placing her savings in a home 
which she has purchased through the aid 
of the building and loan. 
operator, 


Another chie! 


who commenced a_ systemati 
savings plan several years ago, put aside 
enough to purchase her home outright. 

‘We do not mean to discharge any man 
outright, but failure to comply with these 
plans means that we secure him employ- 
ment with another concern, and then it is 
his choice for acceptance. 

‘Any employe who has learned to handle 
his own finances successfully and adopt a 
systematic savings plan is a valuable as- 
set to his organization, and it is this that 
justified the management in making the 
thrift idea compulsory.’ ” 


interesting letter 
from S. M. 
Laundries,” Louisville, 


There 
in the other day 


was an came 
Lewis, of 
“Lewis’ Ky., and 
1901 to 
voices a 
that is 
still expressed by some Independent tele- 


from 
letter 
ce Operatic yn 


Chicago—a telephone man 
1916. Mr. 
sentiment 


Lewis in his 
regarding 


with the old 
Bell organization but 


contacted 
time spirit of the 


phone men who 
who have not had contact, or but limited 
contact, with the newer conception of the 
spirit of the high officials of the Bell 
system. 

Those who were fortunate enough to 
hear the address of Vice-President E. K. 
Hall of the Bell company at the national 
convention fully convinced of the 
Sell organization to work 
shoulder to shoulder with the Independent 
group. 


Mr. Lewis writes: 


were 
sincerity of the 


“In 1901 I began my humble career in 
the telephone business with the Bell tele 
phone company, and was in the Bell and 
Independent ftields—Independent most of 
the time—continuously until the year 1916, 
when I entered my present business. 

In the meantime I have continued my 
subscription to TELEPHONY, but I am im- 
pelled to express my disappointment over 
an editorial in which the word ‘codpera- 
tion’ in connection with the Bell compan) 
is urged, because such codperation, if 
same ever develops, would be exactly 
analagous with the story of ‘The Lion and 
the Mouse’ as the Bell would certainly 
swallow the Independents the first chance 
they got them in a corner. 

I beg to that in my lI! 
years of experience, both in the Bell and 
Independent fields, I 
states. My sad observation has been that 
where there 
between the 


inform you 


covered as man) 


was too much codperatio: 
Bell-connected Independen 
companies and the Bell company itself, it 
has usually resulted in the Independent 
association dying a slow death, which was 
the inevitable result looked for by the 
Bell. There are scores of my friends in 
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the Independent field whom I wish to 
know for sentimental reasons that | still 
remain Independent, and it will be a 
source of great satisfaction to me if this 
letter is published in your open forum. 

Now from an entirely different view- 
point in which you might consider me as 
a user of telephone service in my present 
business here in Louisville, where we have 
both Bell and Independent service—the 
Independent service is far superior over 
the Bell service, and we receive ten times 
as many calls over the Independent as over 
the Bell. We most emphatically hope that 
the day will never come when the Bell 
company will have a monopoly again. 

In further emphasis of my point, I beg 
to advise that the company, of which 1 
am president, has several Bell telephones 
in our Chicago plant, and we have had 
plenty of sweet experiences, and we get 
sufficient experiences of inefficient Bell 
monopoly, to cause us to forever believe 
in Independent telephone practic. 

I read TELEPHONY each week and I am 
hoping that its columns will contain In- 
dependent sentiment always, because, for 
one, | am not interested in Bell news.” 


S. C. Pearsall, of Creighton, Neb., local 
manager of the Northern Telephone Co., 
has the prize subscriber. In a recent letter 
to TELEPHONY, he says: 

“T have a subscriber who has had a 
telephone for 20 years, has the same num- 
ber that was given him when the telephone 
was installed, has never missed a monthly 
payment. He has the same telephone that 
was installed 20 years ago. The telephone 
has never been repaired except for the re- 
newal of batteries. 

“T wanted to change and give him a 
new, modern telephone, but he refused— 
said that he wanted to keep the old one.” 

And so we say—what more could one 
ask in a subscriber? 


Right on the front page of the Novem- 
ber issue of the November issue ot the 
Whiteside Sentinel, Morrison, Ill, ap- 
peared the following under the heading, 
“An Appreciation” : 

“The Sentinel appreciates the excellent 
service and accommodations rendered by 
the Morrison Telephone Co. and its man- 
agement and corps of operators in aiding 
us in obtaining the election returns Tues- 
day night from the various sections of 
Whiteside county. 

Connections with the polling places 
were made quickly, with the result that 
the returns from the entire county were 
obtained quicker than usual, and permitted 
the Sentinel to announce the complete 
county vote last night to hundreds of 
interested citizens.” 


On the back page of the same issue was 
this “Card of Thanks”: 

“I wish to publicly express my thanks 
to the operators of the Morrison Tele- 
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phone Co. for their prompt service in 
summoning neighbors yesterday to keep 
my home from burning. 

HERMAN BeEvVEROTH.” 


These two notices—public appreciation 
of the service of the Morrison Telephone 
Co.—made everyone connected with the 
company feel mighty good. And the elec- 
tion also pleased the telephone folks, for 
Henry C. Allen, of Lyndon, was elected 
representative from the 35th district by a 
large vote. Mr. Allen has been a director 
of the telephone company for many years 
and his associates in it are justly proud 
of the honor that has come to him. 
New Nebraska Governor Has Rec- 

ord of Opposition to Utilities. 

The election of a legislature believed to 
contain a large number of radicals and 
of C. W. 
his campaign on his record of opposition 
to public utility companies, is taken to 
mean by leaders of the Nebraska tele- 


3ryan as governor, who made 


phone industry to presage an attempt at 
getting through a lot of measures that 
the companies have successfully fought 
in the past. The Farmers’ Union is un- 
derstood to control a considerable per- 
centage of the members of both houses. 

One oi the demands near the top of 
its list is that all public utilities should 
be taxed on the same valuation upon 
which they are allowed to earn when the 
state railway commission fixes rates. In 
the past, a bill of this sort has not been 
an infrequent visitor in Nebraska legis- 
lative halls, but this is the first time an 
organization has been back of the idea. 

The public utilities feel that this is 
a grave injustice, for the reason that un- 
der the present revenue laws, all moneys, 
credits, bonds and like securities are taxed 
on a basis of one-fourth of what all prop- 
erty must pay. Under the operations of 
the general revenue law, farm lands in 
the state are taxed on not to exceed 50 
per cent of their value. One of the big 
railroads that presented undisputed testi- 
mony of this character to the state tax 
commission in protest against its full val- 
ue assessment has gone into federal court 
with an injunction case against collect- 
ing the excess. 

The state railway commission has al- 
ways allowed taxes paid as an item of 
expense in figuring the revenues and dis- 
bursements of all telephone companies, 
and the natural result of taxing the com- 
panies at their full rate making valua- 
tion would be to reduce net revenues and 
force up rates. In other words, the tele- 
phone-using public would have to ab- 
sorb the tax increase. 

Where the companies object strenu- 
ously is that not only would this be dis- 
crimination against them and in favor of 
the farmers who own land, but it would 
plunge them again into rate increase ap- 
plications, and this means a renewal of 


disturbances that they are anxious to 


avoid. The general business situation in 
the state has not improved as greatly as 
elsewhere, due largely to the continued 
low prices for farm products. 

The farmers would undoubtedly coun- 
ter with a demand for lower rates, and 
the old row would be on again. A num- 
ber of Bell subscribers in Howard coun- 
ty have notified that company that they 
would take out their telephones unless 
a material reduction in rates be made. 

Most of the telephone companies in 
the state, judging from the reports on 
file with the commission, have improved 
their financial condition in the last year, 
but a lot of them are not making a prop- 
er return on their investments. They have 


been waiting for business improvement 


and better farm prices to relieve these 
conditions, and a doubling of taxes that 
have already mounted beyond all previ- 
ous levies would but aggravate these con- 
ditions and force many, in order to keep 
voing, to ask for an increase in rates 

Governor-elect Bryan was one of the 
men invited to make an address before the 
state telephone association at its annu- 
al meeting earlier in the year. There he 
showed a hostility to the industry and 
was a severe critic of the state railway 
commission for its handling of the rate 
situation. This fact, together with his an- 
ti-corporation record, makes it certain 
that he would sign any radical meas- 
ures that the legislature passes. 

At the last session, the association kept 
W. S. Clapp of Kearney at Lincoln all 
winter as the legislative agent of the in 
dustry, and the results were very sat- 
isfactory. He secured an opportunity for 
representative telephone men to appear 
affect- 
ing the business were under consideration, 


before committees when bills 
and this open lobbying found no critics. 
Italy Preparing to Give Up State 

Operation of Public Utilities. 

According to recent cable dispatches, 
Premier Mussolini of Italy is expected 
to put through a heavy program during 
the meeting of the Chamber of Depu- 
ties, which reconvened November 16, for 
a short session. This program takes in 
the transfer of public utilities, including 
telephones, telegraphs and railways, to 
private ownership, all of them having 
been operated at a loss. 

It is learned that the government has 
already began negotiations for the turn- 
ing over of the government telephone sys- 
tem to a Milanese private company. The 
condition of the government system has 
been serious for some time, as more than 
100,000 applications for telephones could 
not be granted because of lack of funds. 

For more than ten years the ministers 
of telegraphs have been asking for 1,- 
500,000 lire for the improvement of the 
telegraph and telephone lines which the 
finances of the government have been con- 
sidered unable to supply. 
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etter Transmission 


Plus the Most Modern, Distinctive 
Design and Dependable Construction 











The transmitting and receiving qualities of our new Type 21 Wall 
nd Desk Telephones are so far ahead of the usually accepted stand- 
ds as to mark a distinct advance in the science of telephone design. 


Our research and development engineers have devoted many 
onths of effort to the careful revision of transmitter, receiver and circuit 
pecifications. The resulting products are shown by actual talking tests 

be far superior under all conditions to those formerly available. 


The transmission standards of “factory run” instruments, now 


vailable in any quantity, measure up to the very best laboratory made 
amples. 





For automatic or manual use, furnished with or 
without automatic dials, or blanked for dials for 
present manual and future automatic operation. 





Write for prices and full information. 


AUTOMATIC ELECTRIC COMPANY 








FACTORY AND GENERAL OFFICES: CHICAGO, ILLINOIS 
BRANCH OFFICES | 

New York City Los Angeles Washington Rochester 
1 East 40th St. 238 San Fernando Bldg. 905 Munson Bidg. Mercantile Bldg. 
' Columbus Cleveland Pittsburgh Cincinnati 
18 Ferris Bldg. 415 Cuyahoga Bldg. 608 Fulton Bldg. Union Central Bldg. 

Detroit Boston Philadelphia Kansas City 
52 Ford Bldg. 445 Tremont Bldg. The Bourse, Bldg. 1001 New York Life Bldg. 


ASSOCIATED COMPANIES: 
INTERNATIONAL TELEPHONE SALES AND ENGINEERING CORPORATION, New York 
International Automatic Telephone Company, Ltd., London 
Compagnie Francaise pour l’Exploitation des Procédés Thomson-Houston, Paris 
Automatic Telephone Mfg. Co., Ltd., Liverpool 
Automatic Telephones, Australasia, Ltd., Sydney 
































Nebraska Body and Bell Contract 


Nebraska State Railway Commission in Recent Order Declares Contract 
Fundamentally Wrong—Long Lines and Big Cities Get Most Benefit from 
A. T. & T. General Staff—Discusses at Length the 43 Per Cent Contract 


The 4% per cent licensee contract of 
the Northwestern Bell Telephone Co. with 
the American Telephone & Telegraph Co. 
receives some rough handling at the hands 
of the Nebraska State Railway Commis- 
sion in its recent decision cutting exchange 
rates 10 per cent and _ increasing toll 
charges so that they stand now at about 25 
per cent above pre-war charges. 

The commission expresses the opinion 
that the contract is fundamentally wrong, 
but will not take it up for final determina- 
tion until a later date. 
dence shows that the long lines and big 
cities get most of the benefits of the work 
of the general staff of the parent com- 
pany, and that small exchanges ought not 
to be burdened with so heavy a tax on 


It says the evi- 


gross revenues. 

The commission says that it,is not im- 
pressed with the claim that the Bell oper- 
ates more successfully and gives better 
service than do many Independent com- 
panies and adds that it is not so sure but 
that the Northwestern, if it had been 
operating as an Independent company, 
would not have been better off financially 
than as a member of the “great Bell 
system.” 

Nor does it agree to the claim that the 
supervision of the American has made it 
possible for Bell subsidiaries to solve con- 
struction and operating problems better 
than have the Independents, and adds that 
the super-organization has _ resulted in 
higher unit costs per property installed 
than in Independent plants. It adds that 
it thinks the record shows the genexal 
staff of the parent company pays more 
attention to manufacturing equipment than 
to operating, which it thinks unfair to 
patrons. 

Data Is Insufficient. 

Secause the commission did not have in 
its possession sufficient data upon which 
to calculate the cost to the American com- 
pany of furnishing the services rendered 
to the Northwestern in that state, it de- 
cided to accept the amount set up by the 
applicant for the 1l-month period in the 
final summary set out upon which it de- 
termines the application. 

“In doing this,” it says, “it wishes it 
understood that the decision on this ques- 
tion is not final and applies only to the 
case in hand at the present time. The com- 
mission reserves the right to make a more 
detailed investigation into the cost to the 
American company of the services fur- 
nished under the contract.” 

A considerable portion of the &-page 
opinion was devoted to this contract, 
which calls for the payment of approxi- 


mately $200,000 a year by the Northwest- 
ern. The question to be decided by the 
commission was whether this is a just 
and reasonable charge. This charge is 
about 1% per cent of the base figure pre- 
viously found to be a reasonable amount 
on which to base the annual rate of 
return. 

This contract was entered into in 1918 
and was a continuation of a substantially 
similar contract that dates back to the be- 
ginning of the business in Nebraska. The 
commission compared this contract with 
one recently made for Iowa, and says that 
“some of the provisions in these related 
contracts are exceedingly interesting, and 
to our minds throw considerable light on 
the 44 per cent contract herein discussed 
and clearly shows that there is a direct 
benefit accruing to the American company 
by reason of the fact that the American 
company retains to itself the operation of 
all the long distance lines that connect the 
live states of the Northwestern company 
with each other and as between each state 
and other states located outside of the 
northwestern company’s territory. 

“To our minds, the toll provisions of 
the contract here mentioned show beyond 
doubt that it benefits the American com- 
pany in a far greater degree than it does 
the Northwestern company.” 

Too One-Sided a Contract. 

Sharp criticism is also made of that 
part of the first section of the contract 
which says that the heretofore existing 
rights of the American company to estab- 
lish extra-territorial lines for connecting 
points within the territories of the several 
licensees within «the territories of other 
licensees, and to do the telephone business 
between the territories, shall remain and 
continue to be exercised by the American 
unaffected and unchanged in any manner 
by the new contract. 

The commission says that this presents 
a very important question and must be 
thoroughly understood before any regu- 
lating commission can definitely decide 
whether or not the American company 
should be allowed to collect 4% cents out 
of every dollar collected in Nebraska for 
exchange and toll service. It says: 

“It appears to us that here is a situation 
that must be fully explained before we 
are able to determine whether the rule as 
laid down by the United States Supreme 
Court in the Houston case is being com- 
plied with by the applicant or not. We 
cannot judge whether or not there is ‘im- 
position’ being ‘practiced upon the com- 
munity’ until we are in possession of all of 
the facts related to the subject. This the 
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American company has refused to fur 
nish in this case. Through the appli 
cant’s attorney they have said: ‘We d 
not have to show this commission any 
regarding the operations of the 
American company’s long lines 
ment so called.’ 


thing 


depart- 


The testimony was very elaborate and 
minutely instructive for anyone caring to 
make a detailed study of the work per 
formed by the so-called general staff of 
the American company, but for the pur 
pose of deciding the issues in this case 
we would like to have had some testimony 
in the record which would enlighten us on 
why the applicant is paying 4% per cent 
ot certain gross revenues to the American 
company. 

The problem we have to decide is why 
the percentage should be 44%? Why not 
34% per cent? If we understand 
counsel for the applicant, the claim is that 


5% or 


have no 
authority of law to investigate the reas- 


we in our legislative capacity 


onableness of the 4% per cent charge on 
In that event the 
introduction of the contract was all that 


account of the contract. 


Was necessary. 

However, it is our conception of our 
duties that we are not limited by the terms 
of the contract. We think that sentence 
in the opinion of the supreme court, en 
tered in May of this year, in the case of 
Southwestern Bell 
Telephone Co., in discussion of the assign 


City of Houston vs. 


ments of errors as claimed by the city of 
Houston—Under the circumstances dis 
closed in the evidence the fact that the 
American Telephone & Telegraph Co. con 
trolled the company and the Western Ele« 
tric Co. is not important beyond requiring 
close scrutiny of their dealings to prevent 
imposition upon the community served by 
the company’—is important and leaves the 
field of investigation open to the regu 
latory body to investigate and determine 
the reasonableness of the contract in order 
‘to prevent imposition upon the community 
served by the company.’ ” 
Base Fundamentally Wrong. 


The Nebraska commission expresses th« 
opinion that the basis of charge as pro- 
vided in the contract is fundamentall) 
wrong and condemned specifically by th: 
court decision quoted. The company ap 
plies the percentage to certain gross reve 
nues received by the applicant. The mor 
the revenues, the more the charge against 
revenues for the benefit of the America 
company, which method of calculation 
constitutes a circle, the more the rate the 
more the charge, ad infinitum. Justic« 
Hughes condemned this in the Minnesote 
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rate case when he said: “The value of 
the use as measured by the rate cannot be 
made the criterion when the rate itself is 
the question.” 

The commission says that it is a fair 


statement, as a general summary of all of 
the testimony given by the American wit- 
nesses and others on this point, that the 
major portion of the services of the gen- 
eral staff relate to the long lines’ toll busi- 
ness and to the construction and recon- 
struction of large units of exchange prop- 
erty. It says it was unable to see at any 
point where the average 
change operated by the Northwestern is 
benefited directly by the payments dis- 


Nebraska ex- 


cussed. 


Numerous questions were asked and 
answers attempted by which the commis- 
sion, at the hearing, sought to elicit just 
Nebraska _ ex- 


from 600 to 800. subscribers’ 


what benefit an average 
change of 
stations in service secured from this con- 
tract. The commission says it secured no 
enlightenment on this score when the 
question of appreciable benefit was under 
discussion. 

It was clear that in the fundamental 
plans for a city the size of Omaha the 
company would receive benefit from the 
general staff of the American, and fur- 
ther that the long distance lines of the 
Northwestern located in the state were 
benefited by certain apparatus and services 
rendered, which have been worked out by 
the general staff. 

The request of the Northwestern, how- 
ever, is that it allow this 4% per cent on 
most revenues collected. It says: 

“From this commission’s many years of 
supervision of applicant company and its 
predecessor in business, in connection with 
many other telephone companies operating 
large exchanges and long distance busi- 
ness, we are not impressed with the great- 
er and more successful operation of the 
exchange and long distance lines operated 
by the Bell and Nebraska companies. 


Superiority Not Proved. 

We are not so sure, from all of our ex- 
perience and investigation of the matters 
in this record, but that the operating ex- 
penses of the applicant company during 
the year 1921 were greater than they 
would have been if said company had been 
operating in this state as an Independent 
company and not associated directly with 
he great Bell system. 

One company in this state that operates 
hetween 60,000 and 70,000 subscribers’ sta- 
tions in service and does a very consider- 
able toll business in the state, has found it 
idvisable to discontinue the “three-legged” 
idministrative organization in its opera- 
tion of its business, and establish in lieu 
thereof what might be termed a “one- 
legged” organization; that is, that in an ex- 
change of, say, 2,000 or 3,000 subscribers’ 
stations the manager of that exchange 
would attend to all of the duties con- 
nected with the operation of the exchange 
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in that city without regard to whether or 
not the particular thing under considera- 
tion requires his attention in the plant, 
traffic or commercial branch of the service. 

He is the general head of all the activi- 
ties of the company in that exchange, and 
this comparable company has in this same 
period, by these economies, converted de- 
ficient earnings into a noticeable surplus 
without an increase of rates. 

We are strongly of the opinion that this 
kind of a change in operation could not be 
the operating officials of the 
Northwestern in this state 
same had been authorized by the Amer- 
ican company.” 


made by 
unless the 


The commission refuses to be impressed 
with the conclusiveness of the argument 
that because of American supervision, all 
construction and operating problems of 
the operating company have been reduced 
to the most efficient basis that can be de- 
vised for the actual operation of telephone 
companies in the country, including the 
Northwestern. Other 


panies, it says, are 


telephone com- 
furnishing most ex- 
cellent service in Nebraska, both in ex- 
change and toll business, that are not 
related in any way to the American and 
which do not find it always advisable to 
buy their supplies from the Western 
Electric Co. 

“We are impressed,” it adds, “however, 
with the contention of the applicant that 
the operation of the company in this state 
is benefited by the contract they have with 


the Western Electric Co. 
Add to Unit Costs. 


“It does appear from the record that 
the applicant company does enjoy ware- 
housing privileges and a reduction in the 
purchase price of materials as compared 
to other telephone companies operating in 
this state. However, it also appears from 
the record that by reason of their super- 
organization which is used by the Bell 
company under the American company’s 
plan of operation, it ultimately costs the 
applicant a greater amount per unit of 
property installed than the same kind of 
telephone equipment installed in the same 
relative position in other telephone proper- 
ties located in this state.” 

The commission says it did not attempt 
to make a study of the “supply expenses,” 
which, under the 
system, are added to the purchase price 
of materials, and which run from 15 to 
20 per cent. It says the ultimate result 
of the benefits claimed for the Western 
Electric contract cannot be definitely de- 
termined unless the charge be followed 
until it is finally incorporated in the book 
cost of the plant in service, upon which a 
base rate is figured. 

Generally speaking, the commission has 
hitherto found it advantageous to use the 
cost of services rendered as a basis upon 
which to calculate the reasonableness of a 
general schedule of rates, and it says that 
there is no good reason why that principle 


company’s accounting 
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should not be applied in this case, except 
for the reason that it does not have in 
the record, because of the refusal of the 
American company to supply it, sufficient 
data upon which to calculate the cost to 
the American company of furnishing the 
services rendered the Northwestern. For 
that reason it decided to accept the set-up 
for the purpose of determining this appli- 
cation only, with the right reserved to 
make a more detailed investigation later 
into that cost. 


Required of All Subsidiaries. 

The commission does not hold the fact 
against the Northwestern. It says that 
“possibly applicant company cannot avoid 
this contract which we have here found to 
be a liberal one to the parent company. 
All subsidiaries of the American company 
pay this percentage. Insofar as it is a 
contract, more liberal than the telephone 
industry in Nebraska makes necessary, it 
increases expenditures and decreases net 
return from operations in this state. 

“Alterations of certain of the contract 
provisions would serve to increase the net 
return, but we are unable to state from 
the record what savings would be realized 
In allowing for this case the full 4% per 
cent, we realize that the payments go to 
the same destination as do the dividends 
earned and paid, and whether called divid- 
ends or the unnecessary extent of the 4% 
per cent payments, they serve as returns 
from the property devoted to public serv- 
ice in Nebraska. 

We are impressed, from the testimony 
given of record by representatives of the 
commission, that the cost of furnishing 
the services under the 4% per cent con- 
tract, as performed by the American com- 
pany, can be satisfactorily determined 
upon a careful investigation of the records 
of that company. In this case the posi- 
tion of the American company has been 
as heretofore stated that they are not re- 
quired under the law to allow the repre- 
sentatives of the Nebraska commission to 
go into their books and records for the 
purpose of ascertaining this cost. 

In closing this discussion, we desire to 
say that from our investigation so far in 
the provisions of the contract and the 
working of the same, we are impressed 
with the services rendered by the general 
staff of the 
Western 


American company to the 
Electric Co. for which—under 
their plan of assessing the charges—no 
revenue accrues to the American company. 
This situation, in our opinion, is unfair 
to the patrons of the applicant who is a 
part of the American company and pays 
large sums of money into the treasury of 
that company. We think the record be- 
fore us in this case clearly shows that 
the general staff of the American com- 
pany is devoting the major portion of its 
time to matters that have to do with the 
manufacture of telephone apparatus rather 
than the operation of the same. The major 
portion of the output of the Western 
Electric Co. is telephone equipment.” 








Commissions, Courts and Councils 


Discussion and Rulings of State Bodies Having Supervision Over Telephone 
Companies—Decisions of Courts in Matters of Interest to Public Utilities 
Councils Relative to Franchise, Rates and Service 


and Actions of City 


Pacific Bell Rates Cut in Oregon— 
Seeks Injunction. 

In a revolutionary order handed down 
by the Oregon Public Service Commission 
October 30, telephone rates throughout 
Oregon were reduced from 7 to 25 per 
cent on certain classes of service, pending 
such period as shall be found necessary 
by the commission to obtain information, 
by a thorough investigation, on which to 
base a permanent rate schedule on all 
classes of service furnished by the Pacific 
Telephone & Telegraph Co. 

The temporary order was signed by 
Newton McCoy, chairman, and T. M. 
Kerrigan, commissioner. The third mem- 
ber of the regulatory body, H. H. Corey, 
wrote a dissenting opinion. 

Claiming that the order of the commis- 
sion is nothing more than a political move, 
the Pacific Bell immediately filed a suit in 
equity in the federal court, calling upon 
Judge R. S. Bean to issue an order re- 
straining the commission from putting the 
new rates into effect. 

The new and old rates are: 


1—PorTLAND. 
New 
rate. 

suburban, ten-party 


Group No. 


Business, 
line 
Residence, four-party line.... ‘ 
Suburban service, ten - party 


Groups Nos. 2, 3, 4 AND 5—OUTSIDE 
PorTLAND. 
Old 


rate. 


$3.50 
2.50 


New 
Business— rate. 
Suburban, ten-party 
Residence— 
Two-party 
Four-party 2.25 
Suburban, ten-party 2.25 
Groure No. 6—OvutsipE PortTLanpn. 
New 
Business— rate. 
Suburban 
Residence— 
MI i ivssacheeanaven 2.00 
Four-party 
Suburban, ten-party 


rate. 


$3.50 


2.00 
2.00 
2.50 

Besides revising the present rate sched- 
ule the commission finds that during the 
continuation of the present system of 
code-ringing the company should be penal- 
ized by a differential. 

The value of the service and patronage 
is declared to have diminished with the 
establishment of the present rates last 
year and the toll service is said to be dis- 
criminatory in favor of large toll users. 
Another finding is that the depreciation 
fund of the company is excessive, and 
that the company holds an unnecessarily 
large depreciation reserve fund. 

The company is charged with evading 


the Clayton anti-trust law in its relations 
with the Western Electric Co. and the 
American Telephone & Telegraph Co. 

The order requires the Pacific Bell to 
make a report every 30 days as to the 
revenues it receives from local exchanges 
and from long distance tolls and to tell in 
detail what its relations with the Western 
Electric Co. are, as well as to furnish 
some kind of report as to how measured 
service can be established in Oregon. 

The commission also found that the 
company should give a measuréd service. 
It is ordered that the company shall aban- 
don the code-ringing for party lines and 
replace it with selective ringing on lines 
up to 10-party. To encourage the adop- 
tion of the selective ringing system the 
commission will allow a differential of 
25 cents in the party line rate. 

It is further ordered that in the alloca- 
tion of toll rate revenues 50 per cent is 
to go to the local exchange instead of 30 
as at present. A basis for the emergency 
order was laid in a showing made by 
H. M. Esterly, attorney examiner for the 
commission, that the company was delin- 
quent in furnishing information requested. 
He suggested that the company be given 
10 days to supply the information in part 
and that the commission take 20 days 
additional to study it. 


California Commission O. K.’s 
Construction Expenditures. 

A supplemental order issued November 
6 by the California Railroad Commission 
permits the California Telephone & Light 
Co. to use $18,352 to pay in part for con- 
struction and expenditures in June, July 
and August. The money was received 
from the sale of bonds. 


Increase Granted — Mutual Com- 
pany Advised to Reorganize. 

As a result of its efforts to give its 
members telephone service at actual cost 
of operation, says the California Railroad 
Commission in an order issued October 
30, the Elk Grove Mutual Telephone As- 
sociation, of Elk. Grove, has not properly 
maintained its plant and its service has be- 
come inefficient and inadequate. In grant- 
ing the request for an increase in rates 
the commission declares that the associa- 
tion should be completely reorganized and 
rates established that will “enable it to 
provide adequate and efficient service for 
all applying for service in its territory, 
whether stockholders or not.” 

The net rate schedule to be established 
will produce annual revenue of approxi- 
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‘business for 1921. 


mately $2,340. The rates provide for a 
monthly charge of $1.50 for single-party 
business service inside a radius of one- 
half mile of the central office. One-party 
residence service in the same area will 
cost $1.25; five-party business, $1.25; and 
five-party residence, $1.00. 

Outside the half-mile radius, the same 
rates will be collected, plus a charge of 
50 cents a month per quarter mile or frac- 
tion thereof. 


Three Florida Companies Cited for 
Not Filing Reports. 

Three telephone companies are charged 
by the Florida Railroad Commission with 
failure to file the annual report of their 
The law provides for 
a penalty for such violation and officials 
for each of the companies have been 
ordered to come before the commission at 
its offices in Tallahassee on November 21 
and give their reasons for not complying 
with the law. 

The companies cited are: St. Cloud 
Telephone Co., of St. Cloud; High Springs 
Telephone Co., of High Springs; and the 
Marianna Telephone Exchange, of Mari- 
anna. 


Terre Haute (Ind.) Company Buys 
One of the Kinloch Lines. 

The Indiana Public Service Commission, 

on November 1, authorized the Citizens’ 


Independent Telephone Co. of Terre 
Haute to buy the line of the Kinloch Long 
Distance Telephone Co., of St. Louis, Mo., 
between Terre Haute and the Indiana- 
Illinois line, a distance of about eight 
miles. The purchase price was $4,258. 


Power Company Ordered to Rem- 
edy Line Conditions. 

Under a show cause order the New 
York Public Service Commission, R. M. 
Burnside, hearing deputy, on Novemker 9 
took steps to remedy alleged dangerous 
conditions of the line of the Ouleout Val- 
ley Telephone Co. and other electric light 
and power companies serving various lo- 
calities in Delaware county. Under an 
order issued by the commission. Vice 
President Rose of the Otsego Light & 
Power Co., and H. M. Fluher, general 
superintendent of the Otsego & Delaware 
Telephone Co., appeared before the com- 
mission. The Ouleout Valley Telephone 
Co. did not appear. 

It was shown that the telephone line 
between Otsego and Franklin was not now 
being operated but that the Otsego & 
Delaware Light & Power Co. carries a 
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2,400-volt transmission line over its poles. 
The line, it was shown, was in a danger- 
ous condition in part. Mr. Rose was told 
that immediate improvements should be 
made to remedy the dangerous conditions 
and was directed to report to the com- 
mission in two weeks what action would 
be taken. 

It was also shown that a line running 
from Oneonta towards Davenport had re- 
cently been bought by the Otsego & Del- 
aware Telephone Co. and that repairs 
were under way which would greatly im- 
prove conditions there. 

The commission will further continue 
its investigation as to the property of 
the Ouleout Valley Telephone Co., over 
which no evidence was given at the hear- 
ing. It is expected that an order of the 
commission will follow at an early date. 


North Dakota Rules Against Du- 
plication of Telephone Lines. 

Being unable to find that the Greaves 
Telephone Co., of Kenmare, N. Dak., was 
rendering inadequate service, the North 
Dakota Railroad Commission entered an 
order November 4 restraining the Lewis 
Mutual Telephone Co., of Norma, from 
building lines parallel to those of the 
Greaves company. 

In September, 1920, the Greaves com- 
pany was authorized to establish a rate of 
$24 a year if paid in advance. A number 
of subscribers objected to the increase 
and caused their telephones to be discon- 
nected. Among them were several farm- 
ers residing in territory tributary to Nor- 
ma, who later applied to the Lewis com- 
pany for service. After several requests, 
the latter company started the construc- 
tion of lines parallel to two rural lines of 
the Greaves company. 

At the hearing C. H. Wright, secre- 
tary of the Greaves Telephone Co., testi- 
fied that that company has about 600 miles 
of wire and 350 miles of pole lines; that 
it has been operating in the Kenmare ter- 
ritory since 1907; that the Lewis com- 
pany does not set up a depreciation re- 
serve, as required by law, and does not 
pay a dividend to stockholders who do 
not have telephones. 

J. W. Anderson, secretary of the Lewis 
company, said that it owns 120 miles of 
line in the Norma territory and has 255 
subscribers—the majority of whom pay 
$18 a year, shareholders being entitled to 
a rebate of 10 per cent. He admitted on 
cross-examination that if the company 
maintained a depreciation reserve it would 
probably be necessary to charge the same 
rate as is charged by the Greaves com- 
pany. 

The commission stated that the question 

'f duplication of service is a vital one, in- 
asmuch as there are about 1,200 telephone 
companies in North Dakota. While it 
found that the officers of the Lewis com- 
pany were acting in good faith, it had no 
evidence to show that the Greaves com- 
Pany was not giving good service, and, 
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therefore, could not permit the construc- 
tion of parallel lines. 

The law empowers the commission to 
authorize another company to “build in” 
if the existing company is not giving ade- 
quate service, but the commission was of 
the opinion that if the service were in- 
adequate, the rates excessive, or the prac- 
tices in violation of the law, the remedy 
would not be found in an attempt to in- 
stall another plant. Such action, the com- 
mission stated, would so deplete the rev- 
enues of both companies that neither 
could render proper service—the better 
plan being to apply to the commission, 
stating wherein the existing company was 
not performing its full duty to the public. 

In its opinion, the commission cited 
the ruling of the Michigan Public Utili- 
ties Commission that it could not grant 
a certificate of necessity to operate a tele- 
phone line—although it had already been 
constructed—which paralleled the line of a 
company whose service and rates had 
not been complained of. The certificate, 
in this case, was also denied on the ground 
that authority had not been given for the 
construction of the line. 

Quotation was also made from the or- 
der of the Illinois Commerce Commis- 
sion in the case of Byron Telephone Co. 
vs. Rock River Telephone Co., in which 
it was said: “It would seem that an in- 
convenience of this kind to a few iso- 
lated or outlying subscribers of a tele- 
phone company is not a difficulty that 
may properly be compared with those 
greater evils of permitting one telephone 
utility to invade a territory that is al- 
ready occupied and served by another, 
and also permitting the unnecessary du- 
plication of telephone properties.” 

In the case of Milbank vs. Dakota Cen- 
tral Telephone Co., the South Dakota 
Railroad Commission said in part: “While 
competition may be desirable in many lines 
it is not desirable in the case of tele- 
phone companies which are under regu- 
lation by a public administrative board 
having power to prescribe their rates and 
regulate their practices, and in every in- 
stance where there is a duplication of 
facilities a burden is necessarily imposed 
upon the public.” 

Commenting on the failure of the Lew- 
is company to set up a reserve for de- 
preciation, the commission stated that it 
was neglecting its duty to its subscrib- 
ers and that in a few years the plant 
will be depreciated to such an extent that 
it will be impossible to render efficient 
service. 


Expiration Date of Bell Rates in 
St. Louis, Mo., Extended. 

The present rates of the Southwestern 
Bell Telephone Co. at St. Louis, Mo., 
were extended for 60 days from Novem- 
ber 1—the date on which they were to 
expire—by the Missouri Public Service 
Commission. The order was entered 


October 31. 
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The company asked extension of the 
rates on the ground that it faces the ne- 
cessity of heavy expenditures in the near 
future in connection with the proposed ab- 
sorption of the Kinloch Telephone Sys- 
tem, or in extending the Bell system in 
the event the merger is not completed. 
Ohio Cities Formally Organize to 

Oppose Higher Rates. 

A permanent organization of legal rep- 
resentatives of principal Ohio cities was 
formed at a meeting held in Columbus 
November 1. Its avowed purpose is to 
resist the increased rates proposed by 
the Ohio Bell Telephone Co. for the cities 
in which the service is being unified. 
There are 21 cities included in the as- 
sociation. 

W. S. McConnaughey, attorney for 
Dayton in the rate controversy, was elect- 
ed president and C. A. Leach of Colum- 
bus, secretary, both of whom will serve 
on an executive committee with F. M. 
Dotson of Toledo; C. F. Shuler of Cleve- 
land and J. H. Leighninger of Youngs- 
town. ° 

Determination of rates on investment 
value of the company rather than on re- 
production value will be one of the steps 
in the program, according to Mr. Shu- 
ler. 

“While the prime purpose of this as- 
sociation,” stated Mr. McConnaughey, “is 
to exchange ideas affecting each in the tele- 
phone question, we find that as cities we 
share much in common. Each separate city 
has its own telephone problem but certain 
data and figures, as well as proper proce- 
dure to combat increased prices, can be 
compiled by one town and used by all 
the other towns.” 





Valuation Report of Cumberland 
Bell in Tennessee Filed. 


In compliance with the order of the 
Tennessee Railroad & Public Utilities 
Commission, the Cumberland Telephone & 
Telegraph Co. on November 1 submitted 
a record of 19 volumes containing data 
as to valuation, present cost, cost of re- 
production, cost by items and cost by re- 
production of its properties in the state on 
the basis of values obtaining in the years 
1913 to 1917. 

Upon agreement of counsel on both 
sides, November 20 was selected as the 
day for the consideration by the commis- 
sion of the report and the fixing of a date 
for final hearing. 

The data were filed in connection with 
the company’s application to increase its 
rates approximately 24 per cent, which 
has been pending before the commission 
since May 31, 1921. 

The American Telephone & Telegraph 
Co. also filed its answer on matters per- 
tinent to the Cumberland company case on 
November 1. 

In the Cumberland report, the com- 
pany’s land in Tennessee was valued at 
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The importance of continuity of out- 
side plant service cannot be measured. 
Failures can range from inconven- 
lence to disasters. 


Executives in charge of these plants 
bear heavy responsibilities. To re- 
lieve them of part of this burden 1s 
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our object in locating Distributing 
Houses at Transportation Centers 
readily accessible to buyers of any- 
thing and everything for outside 
plants. 


These Houses carry large, well as- 
sorted stocks. They are Emergency 
Specialists. They can provide every- 
thing from the bottom of the hole to 
the top of the pole—standard in types, 
none better in quality. 


With such a system of Distributing 
Houses, large purchases are neces- 
sarily a rule. Other advantages too, 
produce economies. All these money 
and time savings pass on to those 
using the facilities of the nearest 
Western Electric House. 


Wes LIEGE eos pany 
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Net rate per annum —— 
Type 2- 3- 4- 
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Popu- equip- 
City or Town. lation. 
Fairfield 


Rural» 


Geode Faller, Gait. 2cececcqvess 


Santa Paula, Calif. ........ oa Santa Paula ..2,216 é a hts *51.0060 *45.00 *33.00 *27.00 . *21.00 *136.00 *133.00 


Hillsdale, Wis. Hillsdale 
{ Belmont 
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| Pence 
Lawrence 
Hay Springs .. 
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“13.00 215.00 


30.00 24.00 24.00 21.00 24.00 


Lawrence Telo., Nebr. 
Hay Springs, Nebr. 


27.00 16.20 


Commonwealth, Wis. 


*Desk sets $3.0( per year extra. 
struments $6.00 per year less. 
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1Ten-party. 


42.00 36.00 


2Subscriber owned instruments 
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*Subscriber owned in- 
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$254,748; its buildings at $1,228,232, and 
its underground conduit system at $1,279,- 
414. Its subscribers in the state total 
95,920. 

Based on a detailed estimate of the re- 
producing costs of all property, including 
poles, wires, etc., the cost of reproducing 
the property at the average cost of mate- 
rial and labor prevailing during the years 
1913 to 1917, inclusive, was fixed at 
$21,840,775. The reproduction cost esti- 
mated from the average cost over a five- 
year period was $15,503,780. 

A report of Consulting Engineer W. I. 
Sloan, of Chicago, showing the cost of 
property of the Cumberland company in 
Tennessee in detail, showing each item 
and unit cost per item and condition as of 
December 31, 1921, totalled $24,252,453. 

An inventory and appraisal, showing the 
detailed cost of ail individual items such 
as poles and wires, by exchanges and toll 
plants, was as follows: Exchanges, $15,- 
608,220; tolls, $3,206,405, and plant items, 
$2,136,801. 

A summary of exchange property in 
the state as of December 31, 1921, showed 
reproduction costs now, classified accord- 
ing to principal use and apportioned ac- 
cording to specific use, as follows: Repro- 
duction costs, $24,726,085; cost less depre- 
ciation, $22,313,635. 

There was also filed this estimate of the 
company’s earnings for three years: 

1914—-ross_ revenue, $2,755,217;  ex- 
penses, $2,486,620; net revenue, $268,597 ; 
per cent, 2.35. 

1915—gross revenue, $2,808,635; ex- 
penses, $2,504,345; net revenue, $304,290; 
per cent, 2.57. 

1916—gross revenue, $3,018,782; ex- 
penses, $2,524,715; net revenue, $494,067 ; 
per cent, 4.20. 

The American Telephone & Telegraph 
Co., in its report, stated that it was im- 
possible to apportion properly the cost of 
the service which it performed to the 
Cumberland company under the contract 
known as the 4% per cent contract. Under 
this contract, it was shown, the Cumber- 
land Bell paid to the parent company 
these amounts: 1920, $640,612.60; 1921, 


$646,556.67 ; 
$334,277.54. 


first six months of 1922, 


Summary of Commission Rulings 
and Schedule of Hearings. 
CALIFORNIA. 

October 30: Elk Grove Mutual Tele- 
phone Association of Elk Grove, author- 
ized to estab‘ish schedule of increased 

rates. 

November 3: Application filed by 
Meckel & Schaffer, of Berkeley, for an 
order requiring the Pacific Telephone & 
Telegraph Co. to furnish service to them. 

November 6: California telephone & 
Light Co. authorized to use $18,352 to 
pay in part for construction expenditures 
in June, July and August. 

FLORIDA. 5 

November 21: Hearing to the held in 
Tallahassee on citation to St. Cloud Tel- 
ephone Co., of St. Cloud, to show cause 
why it has not filed annual report of busi- 
ness for 1921. 

November 21: Hearing to be held in 
Tallahassee on citation to High Springs 
Telephone Co., of High Springs, to show 
why it has not filed annual report for 
1921. 

November 21: Hearing to be held in 
Tallahassee on citation to Marianna Tele- 
phone Exchange, of Marianna, to show 
why it has not filed annual report for 
1921. 

ILLINOIs. 

October 26: Citation issued to Com- 
mercial Telephone & Telegraph Co., of 
Olney, H. H. Knipe, its president, and 
the Dundas Telephone Co., of Dundas, 
and Chas. Lewis, to appear before the 
commission November 22 and show why 
service has not been reéstablished between 
the exchange of the two companies at 
Dundas. 

INDIANA. 

November 1: Approval given to pur- 
chase by Citizens Independent Telephone 
Co., of Terre Haute, of one of the lines 
of the Kinloch Long Distance Telephone 
Co. ° 

November 8: Hearing held in Colum- 
bus on application of Citizens Telephone 
Co., of Columbus, for an order making 
permanent the temporary rates approved 
last July. The city, the chamber of com- 
merce and other organizations have ob- 
jected to the rates. 

MIssSIsSIPPI. 

November 8: Hearing resumed in 
Jackson on rates of Cumberland Telephone 
& Telegraph Co. 

MiIssourI. 


October 31: Southwestern 


Bell Tele- 


phone Co. granted 60 days’ time extension 
on its rate schedule for St. Louis. 
NEBRASKA. 

November 6: Complaint filed by T. P. 
Johnson against Oconto Telephone Co., 
alleging poor service. 

November 6: In the matter of the ap- 
plication of the Northwestern Bell Tele- 
phone Co. for an increase in rates; ap- 
plication denied, ordered that surcharge of 
10 per cent on all exchange rates be can- 
celed after December 1, and that com- 
pany be allowed to make certain increases 
in toll, private branch exchanges and spe- 
cial service rates. 

November 8: Application of the Grant 
Telephone Co. for permission to destroy 
ancient records found to be reasonable and 
granted. 

November 11: Application filed by 
farmer subscribers attached to Litchfield 
exchange asking for permission to enter 
into a contract for extra exchange service. 

November 11: In the matter of the re- 
quest of Warren Pratt of Kearney Tele- 
phone Co. for a ruling as to whether a 
recent order permitting a connecting com- 
pany to charge 15 cents for calls after 10 
o'clock at night also authorized the addi- 
tion of that fee to whatever charges at- 
tached to a toll message after that hour; 
held that the night call rate does not ap- 
ply to toll messages and that only the 
amount authorized for toll calls shall be 
collected. ‘ 

New York. 

November 9: Hearing held on alleged 
dangerous conditions of the line of the 
Ouleout Valley Telephone Co. and other 
electric light and power companies serving 
various localities in Delaware County. 

North Dakota. 


November 4: Lewis Mutual Telephone 
Co., of Norma, ordered to cease building 
lines in territory occupied by Greaves Tel- 
ephone Co., of Kenmare. 

OHIO. 

November 14: Hearings resumed in 
Dayton on schedule of advanced rates pro- 
posed by Ohio Bell Telephone Co. for 
service in that city after the physical con- 
solidation of the Bell with the Ohio State 
Telephone Co. 

OREGON. 

October 30: Order entered reducing 
rates of Pacific Telephone & Telegraph 
Co., pending investigation; new schedule 
effective December 1. 

TENNESSEE. 

November 20: Hearing held at Nash- 
ville on rate case of Cumberland Tele- 
phone & Telegraph Co.; this session dealt 
mainly with a consideration of the report 
submitted by the company. 
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Electron Tube Amplifier Using 60- 
Cycle Alternating Current. 

Scientific Paper of the Bureau of 
Standards No. 450, obtainable from the 
Superintendent of Documents, Government 
Printing Office, Washington, D. C., at 5 
cents per copy, describes an electron tube 
amplifier which uses 60-cycle alternating 
current to supply power for the filaments 
and plates. 

Such an amplifier has the advantages of 
low first cost and cheapness of operation 
besides doing away with the inconvenience 
of the storage battery and the “B” battery. 

This paper describes such an amplifies 
developed at the U. S. Bureau of Stand- 
ards using a crystal detector and five 
stages of amplification, three stages of 
radio-frequency amplification and two 
stages of audio-frequency amplification. 

The first arrangement tried consisted of 
one radio-frequency stage of amplification, 
tube detector, and one stage of audio-fre- 
quency amplification. The filaments of 
the three tubes were lighted by six volts 
supplied by a step-down transformer, the 
primary of which was connected to 110- 
volt, 60-cycle power mains. 

The alternating current was rectified by 
means of a gas-filled two-element rectifier 
tube called a “tungar” tube, but it was 
found that the residual hum was greater 
than when the alternating current was not 
rectified. 

When an electron tube is used as a de- 
tector, there is impressed on both the plate 
and filament a 60-cycle alternating current 
voltage, which although small becomes ob- 
jectionable when amplified by one or two 
stages of audio-frequency amplification. 
When, however, a crystal detector is used 
instead of an electron tube detector, it 
has been found that the 60-cycle hui is 
practically eliminated and that the crystal 
gives as good rectification as the tube 
detector. 

After much experimental work, a cir- 
cuit consisting of three stages of radio- 
frequency amplification, galena crystal de- 
tector, two stages of audio-frequency am- 
plification, loud-speaking reproducer, and 
‘he necessary power transformer and rec- 

ification circuits was found which al- 
lowed the reception of music and tele- 
traphic signals without too much inter- 
ference from the humming noise just men- 
ioned. 


Description of Parts for Very Sim- 
ple Radio Receiving Sets. 

The U. S. Bureau of Standards has 
repared a series of pamphlets which give 
cescriptions of parts of very simple ra- 
aio receiving sets. 

Two of the series have been published 
end announced previously, and are avail- 





able from the Superintendent of Docu- 
ments, Government Printing Office, Wash- 
ington, D. C. They are Circular No. 120, 
“Construction and Operation of a Simple 
Home-made Radio Receiving Outfit,” and 
Circular No. 121, “Construction and Op- 
eration of a Two-Circuit Radio Receiving 
Equipment With Crystal Detector.” 

The later pamphlets of the series, de- 
scribing a simple loading coil, auxiliary 
condensers, and electron tube detector and 
amplifier units have now been prepared. 

They are included in Letter Circulars 
Nos. 46, 47, 48 and 49 of the Bureau 
of Standards and are not now available 
to the public. They will be printed, and 
the time when they become available will 
be announced in the Radio Service Bul- 
letin, a monthly publication of the Depart- 
ment of Commerce obtainable from the 
Superintendent of Documents, Washing- 
ton, D. C., at 25 cents per year. 

The description of auxiliary condens- 
ers includes two 
of which is connected in series with the 
antenna to adjust to short wave lengths, 
and the other of which is connected across 
the telephone receivers. 

The purpose of the 
scribed in one pamphlet is to extend the 
range of the receiving equipment so as 
to respond to wave frequencies between 
100 and 500 kilo-cycles—that is, 
lengths between 3,000 and 600 meters. 

The electron tube detector unit 
scribed may be used instead of the crys- 
tal detector with either the single-cir- 
cuit or two-circuit radio receiving sets, 
described in Bureau of Standards Circu- 
lar Nos. 120 and 121. It makes the re- 
ceiving set operate for signals from trans- 
mitting stations at greater distances. 

The audio-frequency amplifier unit de- 
scribed in another of the pamphlets em- 
ploys a single electron tube. The am- 
plifer unit is used by connecting it to 
the receiving set in place of the telephone 
receivers and then connecting the tele- 
phone receivers to the output of the am- 
plifier. 

The distance over which the receiving 
set receives is increased by the use of 
one or more of these amplifier units. 


fixed condensers, one 


loading coil de- 


Wave 


de- 


Radio-Frequency Amplifiers 


Which Use Transformer Coupling. 

Scientific Paper No. 449 of the U. S. 
Bureau of Standards describes the con- 
struction of a radio-frequency amplifier 
which uses the coupling 
method. 

Radio-frequency amplification consists in 
the amplification of the received radio-fre- 
quency current before it is detected. By 
the use of radio-frequency amplification 
and a coil antenna, a signal which is very 
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transformer 


feeble can be made loud enough to be 
heard throughout a large room. 
which 
the electron tubes may be coupled together 
so as to give radio-frequency 
tion, resistance tuned-plate 
coupling, and coupling, the 
latter having been found most satisfactory. 
In order to operate well, the radio fre- 
quency amplifier should 
former designed so that it will have small 
capacities in the windings as well as be- 


Three methods are described by 


amplifica- 
coupling, 
transformer 


have a_trans- 


tween the windings, and in connecting the 
transformer in the amplifier circuit care 
must be taken to have all connecting leads 
as short as possible. 

It has been found that either “air-core” 
or iron core transformers may be used for 
coupling the output of one tube to the 
input of the next tube. The 
transformer gives more amplification per 


air-core 


stage, but is responsive to only a narrow 
band of frequencies the 
effective resistance of the windings; 


low 
the 
iron-core type, while not giving as much 
per stage, allows amplification over a much 
broader band of frequencies. 


owing to 


A special type of air-core transformer 
which will respond to signals on 
lengths from 600 to 


wave 
1,000 meters is de- 
scribed. The coils of the transformer were 
wound in the flat doughnut, 
the wire being wound in a manner similar 
to that of the open or basket type of coil 


form of a 


winding. They are wound continuously 
from the inside to the outside. Two of 
the coils constitute an air-core  trans- 


former, one coil being connected in the 
plate circuit of one tube and the other 
being connected to the grid circuit of the 
succeeding tube. 

It is found that when the primary and 
secondary transformers are placed about 
one-half an inch apart, the transformer 
gives best amplification at 600 meters; and 
when the coils are placed close together, 
the amplifier operates best at 1,000 meters. 
This is due to the increase of the capacity 
between the coils when placed adjacent. 
An amplifier having three stages of radio- 
frequency, two stages of audio-frequency 
amplification, and a detector tube, may be 
constructed as described in this paper. 


Government Bureau of Mines Ex- 
perimenting with Radio. 
Tests conducted at the experimental coal 
mine of the U. S. Bureau of Mines at 
Bruceton, Pa., hold out the hope that wire- 
less waves may be used in the future as a 
means of effective communication between 
rescuers on the surface and en- 
tombed in mines following fires and ex- 
plosions. These preliminary experiments 
of the Bureau of Mines, made in co-opera- 
tion with the Westinghouse Flectric & 


miners 
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Mig. Co., while 


practical method of using wireless waves 


failing to develop any 


tor underground communication, never 
that 


netic waves may be made to travel through 


theless indicate clearly electromag - 
solid. strata, 


In the Bruceton experiments, signals 
feet of 


fell off 


increased, 


were heard distinctly through 50 
coal strata, although the audibility 


rapidly as this distance was 


The absorption or loss of intensity with 


distance is very great for the short wave 
lengths used in these tests. 

Longer wave lengths are known to suf 
fer less absorption and may possibly be 


found practically effective under certain 
conditions, 

The mine telephone has been perfected 
to such an extent that it is giving satis 
faction in most mines where the wiring is 
well Very 


be depended upon on account of 


insulated. often the telephone 


cannot 
falls of rock, groundingy due to worn in 


sulation or exteme dampness 


In the event of a disaster it 


happens that 


frequently 
the mine telephone system 
commission by the 


is put out of agency 


that causes the disaster, at the time when 


it is most urgently needed. On this ac- 
count the mining industry is interested in 
any kind of telephone system that can be 
counted upon in an emergency. Many re- 
quests have been received by the Bureau 
of Mines to devise means of utilizing wire- 
less methods for this purpose. 


The 


first in receiving signals 


preliminary experiments consisted 


from without the 
mine by means of a receiver located inside 
the mine; and second, both sending and 
receiving messages underground through 


the strata. It 


was found that with a re 


ceiving instrument set at a point 100 feet 
underground, signals trom KDKA station, 
East Pittsburgh, Pa.., 


could be heard dis- 
tinctly 


Station KDKA is at a distance 


ot about 18 miles from the experimental 
mine. 

About 50 feet from the receiving sta- 
tion used in this test was a six-inch bore 
hole from the surface, Ened with iron pipe 
and contaming electric light wires which 
extended therefrom throughout the mine. 
The presence of these wires evidently as- 
sisted greatly in the reception, for when 
the receiving set was carried to another 
point in the mine removed from wires and 
tracks, the signals 
through 50 feet of cover 
detected, 
faintly, is sufficient. evidence of 
transmission through the ground to en- 
courage further experimenting. 

In sending waves underground, a trans- 
mitter was used in such a manner as to 
send out continuous waves of 200 to 300 
meters length. On account of the limited 
time at disposal no attempt was made to 
modify the apparatus in such a manner as 
to produce waves of greater length. Such 
additional experiments are much to be de- 
sired. In all experiments the vertical an- 
tennae was found to give the better re- 


were barely audible 
The fact that 
signals however, even 


though 


were 


TELEPHONY 
sults. The horizontal antennae gave prac 
tically no reception. 


turn was used with fair results. 

\ll these experiments were tried with a 
wave length of 200 to 300 meters, except 
the reception from KDKA which was 360 
The 


almost 


meters. strata at the experimental 


mine lie horizontal. The direetion 


of strata may have some influence on the 


transmission of radio waves, but the pres 
conclusive evi 


ent experiments give no 


dence on this point No doubt the degree 


olf wetness of the strata influences the 


transmission of radio waves 

The experimental mine is a comparative 
ly dry mine, but the overburden is damp 
and a small stream of water ts continually 


flowing from the mine. This overburden 
consists chietly of soil and soft shale. The 
underground workings of the experimental 
vein of 


mine follow a horizontal tive-foot 


bituminous coal, and the transmission and 
reception imside the mine followed the 
this vein 

Details of these experiments are given 
2407, 


ground Signaling with Radio Sets,” 


course of 


in Sertal “Experiments in) Under 
copies 
from the Bu- 


Mines, Washington, D.C. 


of which may be obtained 


reau ot 
Radio Transmission on 
a Wave Length of Ten Meters. 

he 


radio 


Directive 


enormous increase in the use of 


telegraphy and telephony during 


the past two years has created a de- 


mand tor apparatus capable of being oper 
ated with a 
Wherever the 


minimum of interference. 


need is not for broadcast 
ing but for point-to-point communication, 
the case seems hopeless unless direct trans 
mission can make it possible. Directional 
transmission on short 


very wave lengths 


(below 20 meters) may offer a solution 


ot this problem. 
Franklin, 
and others show that interesting and vyal- 


Recent reports by Marconi, 
1 : 


uable data have heen obtained on direc- 


tive radio transmission using wave lengths 
The U. S. 


Standards has just completed a series of 


below 20 meters. Bureau of 


similar experiments, the preliminary = re- 
sults of which confirm the work of these 
investigators. 

The experiments conducted at the Bu- 
reau of Standards were made with a para- 
bolic (cylindrical which 
was designed for a ten-meter wave length. 


reflector type ), 
It was made by constructing a_ parabol- 
with an 
This 


and 40 


ic wooden’ frame aperture of 


one wave length. frame was sus- 


pended in the air Wires spaced 
one foot apart, were suspenced from it. 
The 


sisted of a 


focus, con- 
tube. The 
coupled to 
linear 


source, locaied at the 
50-watt elec 


this 


tron 


output from tube was 


an antenra which was a oscilla- 


tor of the Hertzian which was 
of ten meters. The 


system was arranged 


tyre, 
tuned to a wave lengt): 
complete reflector 
so that it could be rotated 

Numerous polar curves were obtained 


A loop of a single 
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hy rotating the retleetor and taking read- 


ings of the received current at 


degree position of the 


every ten 
The re 
located 170 


reflector. 


ceiving apparatus was feet 


from the reflector in most of the work 


and consisted of a loop antenna (single 


turn) with a thermoclement in the loop 


circuit. A portable galvanometer was con 
nected to the 


With all 


by the 


thermoelement. 


adjustments correctly made 
directional 


With the 


from. the 


reflector, good trans 


mission was obtained. reflector 


turned 2O degrees direct ling 


f 


of the receiver, the received current drop 


ped off to one-half of what it was with 


the reflector directed to the receiver. There 


was practically no radiation over an an 


gle of 270 degrees while the majority 


of the radiated power was contined to 


an angle ot 
\ few 
receiving apparatus at 


30) degrees 


experiments were made with 


a considerable dis 


tance and good radiophone transmission 


was obtained* over a distance ot three 
niles. 


The 


will present the results of these experi- 


report to he issued on this work 
ments and give details regarding the ap- 
that 


this 


paratus and circuits used so others 


may duplicate or continue line ot 


investigation. When the publication is is- 


sued, details regarding it and informa 


tion as to how it may be obtained, will 


be published in the Radio Service Bulle 
Superintendent 
Printing Of 


tin, obtainable from the 


of Documents, Government 


fice, Washington, I). C., at 25 cents per 


year. 


Working on Revision of National 
Electrical Safety Code. 


\ committee consisting of 


over 50 rep 


resentatives of state utility commissions, 


national utility associations, imsurance 


companies, electrical manufacturers, elec 


trical workers, and others interested im 


the subject of safe construction and op 


eration of electrical supply and_ signa! 


heen 
..3 


the revision of 


lines has organized to co-operat 
Standards u 
Part 2 of the National 


Code, w hich deals 


with the Bureau of 


Electrical Safety wit! 
this subject. 


The 


was held at the 


this committe: 


Bureau of 


first meeting of 
Standards o1 


November 2, and arrangements were mad 


to carry out whatever revision of tl 


overhead line rules may appear to be d: 
rules 
Safet 


sirable for a edition of these 
This 


Code is 


new 
portion of the Electrical 
now recognized generally as 
standard. 

number 
the state utility commissions and has be 
approved as an American standard by 
American Engineering Standards Comm 
tee. Detailed speci‘ications for the vat 


It has been adopted by a 


ous situations in which wire crossings a 
involved wi!l be drawn up in conform: 
with the requirements of the Nation 
Electrical Safety Code 
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‘P & H””’ 

Guaranteed Penetration 
?rocess Poles in lines of Tri-State 
Telephone & Telegraph Co., St. Paul, Minn. 


oe tet 


TELE 


PHONY 





—— 


Confidence ! 


Confidence in the “P & H” 
Guaranteed Penetration Pro- 
cess’ has been thoroughly es- 
tablished by the manner in 
which it has withstood every 
test. [helead shown here is typ- 
ical of the many lines through- 
out the nation built of “P&H” 
Guaranteed Penetration Pro- 
cess Poles 


The P&H” 


Guaranteed 
Penetration Process 


guarantees to the buyer, in writing, 
a full one-half inch uniform pene- 
tration of the preservative through- 
out the ground line area. The Butt- 
Treating price is refunded on any 
pole that does not show this defin- 
ite specified result. 

Don't be satisfied with guesswork— in- 
sist on the genuine “P & H"” if you 
want the lowest maintenance costs, the 
most reliable pole service, the longest 
pole life. 

We can fill any pole needs—for Butt- 
Treated and untreated Northern White 
and Western Red Cedar Poles—or for 


any form of Butt-Treatment. 


Prompt shipment assured by the con- 
venient location of our yards in the 
North Central and Western States. 


Get the facts about Butt-Treatments— 
write for folder. 


Copyright 1922, by P. & H. Co. 

















' New York, N. Y. 50 Church St. 


Chicago, IIl., 19 So. LaSalle St. Omaha, Neb., 513 Electric Bldg. 
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PAGE>° HILL CoO. 


MINNEAPOLIS . MINN. 


MAIN YARDS AND BUTT-TREATING PLANTS AT SAINT PAUL, MINNESOTA (Minnesota Transfer) 
Kansas City, Mo. 717 Bryant Bldg. 


Houston, Texas, 1111 Carter Bldg. 
Dallas, Texas, 311 Sumpter Bldg. 


Buffalo, N. Y. 950 Ellicott Sq. Bidg 
Louisville, Ky. 1416 Starks Bldg. 
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and such a question, how would you like 
to have that handled?” 
The president answered without hesita 
tion, “Tell them to go to hell.” 
“But Mr. President,” it was 
“that will not get anywhere. I 
shouldn't call that a politic answer, even 


replied, 
you 


if you felt that way. Suppose the com 


mission asks that question of me, what 
should I answer?” 
“Tell them it’s none of their damned 


business.” 

When the matter came on for hearing 
before the commission, there were 38 at- 
torneys the company. 
This cited to what 
results from a raw attitude on the part 
of the management. You 
the employe to show the right 
unless his superiors show it. 


present to 
has 


oppose 
case been show 
cannot expect 
attitude 
The spirit 
has to originate with, and be fostered by, 
the heads of the company. 


The Other Man Is Honest. 

Most people are honest. When dealing 
with those in whose fairness they have 
confidence, most men do not ask 
not more than they believe to be 
justly them. “Il am willing to pay 
what is right” or “We want only what 
we entitled to” are which 
are usually used to introduce some con- 
troversies which appear difficult of solu- 
tion. With both parties feeling that way, 
the difficulty lies in the point of view. 

If the man on the the 
question is simply desirous of doing what 


they do 
desire 
due 


are remarks 


other side of 
justice requires and what necessity per- 
mits, there will be no trouble whatever in 
establishing amicable 
them. 


between 
lack 


of information, or lack of understanding, 


relations 
Controversies arise through 


Before 
entering a conference, try to make up your 
mind that 
his opinion as you are in yours; 


of the other man’s point of view. 


the other man is as honest in 
that he 
has the same feelings and the same object 
in life. 

Work With the State Commission. 

With the extensive development in the 
public utility field there naturally devel- 
oped, as in any other enterprise, some of 
the abuses which have laid the industry 
open Some of the utilities 
were formulated and exploited for specu- 
lative and unusual profit. The utility 
should be allowed to exact no more than 
a reasonable rate, the security must bear 
a proper the repre- 
sented, and the investment devoted to the 


SeTVICC 


to criticism. 


relation to property 
under regulation, as well as the 
public, ought to be protected. 

For the just enforcement of these obli- 
gations, some agency must be responsible. 
In most states this authority 
regulatory commission. 


lies in a 
It is filling a long- 





The Art of Satisfying the Public 


(Continued from page 16.) 


felt want and in the main is fulfilling its 
function. 
to public utilities and to the 
work with that body in the 
mony possible. 

Learn to think of the public, the utility 
and the commission as forming three cor 
ners of a triangle. Each is essential. The 
furnish the and 
it must have patronage—but the transac- 
tion is not complete without the regula 


The one sensible course open 
public is to 


closest har- 


company must service 


tory body, an outside agency whose func- 
tion is to protect both. 
effectively, cach should fully understand 
the duties and workings of the other two. 


To function most 


Success depends on the completeness of 
the understanding. 

Make it your duty to go ta the commis- 
sion headquarters and get acquainted with 
its employes. If you are having some 
trouble, by all means get some informal 
help from the proper department of the 
commission before the case gets so seri- 
ous that formal proceedings are necessary 
to straighten it out. But do not wait un- 
til you some krotty problem you 
cannot Don't wait until you are 
required to appear before the commis- 
Go and get acquainted first. 

You will find a group of earnest, ex- 


have 
solve. 


sion, 


perienced men desirous of giving you the 
You can get a lot 
of valuable information in a short time. 
1 could cite to you a number of instances 
where our division alone has assisted in 
readily ironing out what appeared to be 
very difficult controversies or problems, 
and I know of highly involved formal 
cases that would have been simply dis- 
posed of had proper opportunity 
given to co-operate with the contesting 
parties. When you have learned all about 
the commission and the workings of it, 
you are in a position to pass the informa- 
tion on to the public. 
Publicity. 

A famous man is quoted as saying that 
after doing a good thing, the next best 
thing is letting the public know that 
are doing a good thing. 


best possible advice. 


been 


you 


The codfish lays a million eggs 
While the helpful hen lays one, 

But the codfigh does not cackle 
To tell what she has done. 


And so we scorn the codfish coy, 
But the helpful hen we prize, 

Which indicates to thoughtful minds 
It pays to advertise. 


Keep your business foremost in the pub- 
The public does not read tech- 
nical magazines, but it reads newspapers. 
A public utility manager of 
central states has been conducting an ad- 


lic’s eve. 


one of our 


vertising campaign in a considerable num- 
ber of papers with the avowed intention 
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of acquainting the people with the plans 
and purposes of the company. 

His 
structive 
gaged, erected large 
and water power plants and has greatly 
extended its 


the 
has been en 


advertisements describe 


which it 


con 
work in 
steam 


how it has 


transmission lines, and em 
fact that it 
duty to the public and seeks to give good 


phasizes_ the recognizes its 


service. Also they show that the com 

pany is not the property of a small group 
a 

of wealthy men, butjis owned by a large 

number of shareholders, upward of 21, 

000 to be exact. One of the papers has 

commended this policy in these words: 


No doubt a considerable sum of money 
is being spent by the company for this 
form of publicity, but the investment will 
vield ample and adequate returns in the 
way of good will. 

If more corporations were equally frank 
with the public, there would be a much 
better and more complete understanding of 
their problems, and it would not be many 
vears before the present suspicion of them 
would be entirely removed. 

If there is developed some new use for 
electricity, the public wants to hear it 
It is good advertising. Nothing is more 
than new uses and develop- 
ment of telephony, wireless and radio com 
munication. The public is interested in 
the development of multiplex telephony 
and telegraphy where numerous messages 
are sent simultaneously over the same pair 
of wires. 


interesting 


Keep your business before the public 
so that they will realize your business is 
essential to their business, not merely in 
cidental to it. Inform the public how the 
welfare of the utility is tied up 
their welfare. Haley Fiske, president o1 
the Metropolitan Life Insurance Co., in an 
address a few months ago made 
statements : 


with 


these 


who own the steam 
railroads, the trolley lines, the telephones 
the light and power companies; it is thi 
poor and the people of moderate means 
whose aggregate savings are invested 1 
these enterprises. When a light and powe: 
corporation is unfairly treated, it is th« 
people of the community, the voters an 
their dependents, who suffer. It is thei 
savings that are depleted. 

It must be recognized that not corp 
rate abstractions but the American peop 
are the owners of the bond capital of t! 
companies. Every policy holder is ips 
facto a capitalist. An attack upon capit 
investments is an attack upon the was 
earners of the country. The policy hold 
need this fact to be brought home 
them. 

It is important to teach the worki 
people that they are the capitalists a: 
that attack on capital investments is 
attack upon themselves. It is the worki: 
people who suffer first when there is 
lack of service afforded by public util 
corporations, because it is they who 
chiefly dependent upon such service. 


It is not the rich 
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“Trouble time” is coming! Storms, 
sleet, ice and snow will soon be here! 


Get ready now for the four hard months 
ahead. Look over the kits of the “trou- 
ble-shooters’—make sure your line- 
gangs are well supplied with Klein’s 
“Chicago” Grips, “Haven’s” Grips, 
“Come-Along’s” and lineman’s tackle. 


Make a list now of the extra Klein 
Clinkers, Safety Belts and Straps neces- 
sary for the hard winter months. 


Get your order in today for the Klein 
tools you'll need to make your summer 
tool stock—‘‘winter-size!”’ 





& Sons 


Chicago. Hl.U.S.A. 


Please tell the Advertiser you saw his Advertisement in TELEPHONY. 
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that rates 
are set by the state commission and that 
you are not permitted to earn more than 
a reasonable return? Has he been in- 
formed that rates are not influenced by 
watered stock? Does he know that there 
are rules and regulations covering service 
of public utilities just as there are pure 
food laws to keep strychnine out of pre- 
pared pancake flour? Does he know that 
his complaints must be adjusted on a fair 
and reasonable basis and that he may re- 
fer any grievances to the commission ? 
He should be told something about the 
functioning of the state regulatory body 
in.the determination of rates. Ile should 
know that the establishes a 


Does your subscriber know 


commission 


uniform system of accounts for public 
utilities; that it approves the issuance of 
securities; that it grants certificates for 


new service and permits the discontinu- 
ance of old; determines the fair value of 
property upon which a return is to be de- 
termined which out of considera- 
tion watered stock and false values; that 
it establishes rules to govern all relations 
with 


leaves 


subscribers—extensions, 
and quality of service. 

Remember that, in talking to your pa- 
trons, a statement of operating costs may 
be more eloquent than the mosi plausible 
story. 


complaints 


Invite the people into your plant. Let 
them see all the skillful movements the 
operators go through to set up a connec- 
tion. Explain the the super- 
vision, and let them see how many things 
the operator has to watch and how fast 
she has to work. 


signals, 


Show the patrons what 
the operator has to do during the five or 
ten seconds they wait for their party. 
They may think about it next day while 
making a call instead of grumbling at the 
cperator. 

A man stepped into my office recently to 
use the telephone. He found the line busy 
and made this remark, “That busy signal 
is a mighty handy thing for those opera- 
tors when they want to loaf.” 
many people think the same thing. 

What these people need is an explana- 
tion of the fact that it is more work for 
a telephone operator to give the calling 
party the busy signal than it is to make 
the telephone connection. It requires addi- 
tional movements which certainly 
would not make if she were trying to get 
out of work. Your subscribers must be 
made to understand that a line may be 
“busy” through someone else’s use of it 
although the particular telephone is not in 
use. 


A good 


she 


If the user waits two, five or ten sec- 
onds, he swears he waited five minutes. 
If he has to wait 20 seconds, he hangs up 
and thinks the operator must be on a vaca- 
tion. Twenty seconds is a long time when 
he has nothing to do but wait for an 
answer to his call. If he had to make 


the connection himself it would no doubt 
take five minutes, but he expects the girl 
to do it in five seconds. 
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While you are educating the subscriber 
to a better appreciation of your problems 
and teaching him patience, spend some 
effort in getting a quicker service, always 
remembering that you will have to “pro- 
duce the goods” 
sell. 


which you are trying to 


In order that the public may under- 
stand your willingness to furnish informa- 
tion about the plant and about the prop- 
erty in general, take down your “No ad- 
mittance” signs and put up signs reading, 








Square People Better Than Square 
Miles. 

A country is not made great by the 

number of square miles it contains, but 


by the number of square people it con- 
tains.— Dayton News. 








free- 
ly given,” and above all things remove 
the atmosphere of “No admittance” from 
the The sign may not 
actually be there, but it is easily felt some- 
times. Make it possible for irate subscrib- 
ers to have access to the manager. 


“Visitors welcome” or “Information 


manager’s door. 


Solicit Compiaints. 
That’s a idea, 


It has been tried out though, so 


Solicit complaints. 
isn’t it? 


new 


It works 
dodging and dis- 
couraging complaints. Ask your subscrib- 
ers what they don’t like about the com- 
pany. It may 


it can be safely recommended. 


better than criticism 


be because the service is 
poor or because the rates were increased 
A subscriber may not like the operator’s 
voice; if it’s a small town, she may dis- 
like the utility because the operator didn’t 
know whether the 4:11 train would arrive 
late or on time, and she may still be dis- 
gruntled because a troubleman tracked up 
her kitchen floor ten years ago. 

Whatever the trouble, talk to your sub- 
scriber about it. Explain to her that the 
particular operator isn’t with you any 
more; that she is married and doing some- 
thing she is better fitted for. Tell her 
that are better trained 
row. If she has some complaint of serv- 
ice, see to it that it is remedied promptly. 
Call her up later and inquire if the serv- 
ice has been made entirely satisfactory. 
It will not take five minutes and will make 
a friend—maybe a dozen friends. 

Employ a man or a force of men to 
solicit and study complaints and to locate 
dissatisfied patrons. If your organization 
is too small to permit of this, instruct your 
regular employes to report all instances 
where individuals not entirely friendly to 
the company are found. The grievance 
or complaint should then be handled 
thoroughly competent to 
straighten out the situation and create a 
friendly feeling. 

Hold someone responsible for seeing 
that the complaints are promptly and 
effectively followed up until the subscriber 


your troublemen 


by someone 
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is satistied. Have the complaints analyzed 
to find out what is wrong with your serv- 
ice, plant, organization, or the spirit of 


your personnel that the situations are 
allowed to occur or be repeated. Then 
see to it that the recommendations for 


improvement following these studies are 


carried out. 
Study Your Service. 


Make a study of your own system to 
kind of 


ment you are giving the public. 


service or treat- 
Make 
calls from different points on your system 


determine what 


and learn the speed at which the operators 
answer the signal. You can learn to count 
accurately enough to do this without a 
watch. 

Ask some friend to file a complaint and 
inquire from him how he is treated. While 
traveling around on inspectional work | 
have sometimes talked to the coniplaint 
clerks. Usually 1 much 
better consideration when they learned | 


received very 
was from the commission. 

Give instructions to all your own em- 
ployes how to use the telephone properly. 
Put some instructions in your telephone 
directories that will help the subscribers 
to properly use their telephones and help 
them to get the best service. Enter some 
other instructions to impress the public 


that want 


you to be courteous and tliat 


you want to improve service. 


Keep Your Equipment in Good Repair. 

If you expect support from the public 
and a good attitude on its part, you must 
keep your facilities in a good state of 
When a citizen sees tangled wires, 
broken cross arms, unsightly plant equip- 
ment, he thinks the financial condition in 
the same mix-up and concludes the whole 
kusiness is in a snarl. 


repair. 


Keep your equipment sightly. I know 
a man who recently moved to an apart- 
ment located on a car line where 
frequent. When he 
moved there a few months ago, he very 
early became aware that one of the cars 
had a flat wheel. 
siderably but he 


street 


cars are relatively 


It annoyed him con- 
assumed it would, of 
course, be changed quite promptly, prob 
ably in the course of the day. When last 
I saw him the wheels had not yet been 
changed; in fact, several of the cars hav 


flat wheels and seem to annoy the resi- 
dents on that street. My friend found 
that some of his neighbors were als 


complaining and the impressions seemed t 
be that failure to put the cars in repait 
Was an indication of poor management of 
the company. 

These men, most of them business men, 
felt that deferred maintenance meant 
greater expense in the end, that it shook 
the car to pieces and caused unnecessary 
wear on the tracks. They believed that 
everything else about the company must 
be poorly and inefficiently managed. Nat- 
urally they would be reluctant to 
stock in such a company or to approve an 
increase in its fares; neither would they 


buy 
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WHY TAKE THE RISK WHEN 


“CODPERWELD” 


TRADE MARK REG. U.S. PAT. OFF. 


GIVES GREATER SAFETY AND 
COSTS LESS PER MILE YEAR 


Line Wire- Twisted 
Pair-Ground Rods 
Data On Request. 


CopPER CLADE TEEL COMPANY 


NEW YORK SALES OFFICE: CHICAGO SALES OFFICE 
MAIN OFFICE AND WORKS: BRADDOCKPO. RANKIN, PA. 









30 CHURCH STREET, NEW YORK 129 S. JEFFERSON ST, CHICAGO 














™e Handyman 
POLE PUSHER 


A mechanical pike pole with the 
pushing capacity of at least ten 
men. Straightens leaning poles— 
takes slack out of wires on cor- 
ners—moves a pole through a 
trench on resetting—holds a pole 
straight when pulling—in fact, it 
will save time and back straining 
labor everywhere the ordinary 
pike pole is used. Light enough 
for one man to carry and oper- 
ate. Capacity—6000 Ibs. 









Write for prices. 


7 HARRAH MFG. CO. 


BLOOMFIELD, 
N INDIANA 
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It bounces 


Conduit breakage 
between the freight yard 
and the point of installa- 
tion is a dead loss. 


Breakage is negligible 
with Johns-Manville 
Fibre Conduit. It bounces 

—test it yourself. 


Send for this bookle 


_ JOHNS- 
MANVILLE 


Fibre Conduit 


JOHNS-MANVILLE, INCORPORATED 
Madison Ave. at 41st St.. New York City 
Branches in 56 Large Cities 
For Canada: 

Canadian Johns-Manville Co., Ltd., Toronto 
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recommend it as an investment for others. 

Recently I was driving by a gas holder 
with a friend. We noticed that for bal- 
last on the top of the tank the company 
had old barrels, pieces of an old plow, 
some boxes of dirt on which weeds were 
growing, and part of an old buggy top. 
Avoirdupois is avoirdupois, to be sure, but 
my friend expressed himself as feeling 
that the use of such debris for this pur- 
pose indicated a lack of business methods. 


Conclusion. 


Many a man of the street still retains 
the notion that the public utility business 
was organized to “gouge the public”; that 
the management intends to get all it can 
and give as little as it has to; that the 
only way he can get his deserts is by 
fighting the organization, contesting all 
charges, remonstrating against license 
privileges granted, agitating competition 
and municipal or government control, and 
in every other way making it hard for the 
utility to live and progress. 


What this man needs is a little friend- 
ly discussion around the table about how 
the business is regulated by the state com- 
mission, what it costs to run the utility, 
what its particular operating or financial 
troubles are, where the money goes, how 
much revenue is necessary to furnish 
adequate service, that new money must be 
secured for additions and betterments. If 
the company is furnishing good service, 
this man must be convinced that hounding 
the company without sufficient cause is 
“soundly uneconomical,” in that hurting 
the public utility business hurts the com- 
munity served and affects the local inves- 
tors if there are any. 


Make a careful study of your custom- 


TELEPHONY 


ers; know them, cultivate their good will, 


. know their needs and gain their confi- 


dence; convince your customers that your 
service is of high and useful character, 
and convince yourself as well as your sub- 
scriber that it will pay both of you to 
work in partnership with the third corner 
of the triangle, the state regulatory body. 


When next you start in sneering and your 
phrases turn to blame, 

Know more of him you censure than his 
business and name; 

For it’s likely that acquaintance would 
your prejudice dispel 

And you’d really come to like him if you 
knew him very well. 

When you get to know a fellow and you 
understand his ways, 

Then his faults won’t really matter, for 
you'll find a lot to praise. 


When you get to know a fellow, know 
his every mood and whim, 

You begin to find the texture of the splen- 
did side of him, 

You begin to understand him, and you 
cease to scoff and sneer, 

For with understanding always prejudices 
disappear. 

You begin to find his virtues and his 
faults you cease to tell, 

For you seldom hate a fellow when you 
know him very well. 


Toll Lines Will Go Into Pittsburgh 
Company—Not Into Bell. 

As a part of the physical consolidation 
of the Pittsburgh & Allegheny Telephone 
Co., of Pittsburgh, Pa., and the Chartiers 
Telephone Co., of Washington, Pa., with 
the Bell Telephone Co. of Pennsylvania, 
the toll lines of the two companies to be 
absorbed will be run into the exchanges 
of the Pittsburgh & Allegheny company 
and not into the exchanges of the Bell. 
The effect will be the preservation of In- 
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dependent toll service in Pittsburgh and 
southwestern Pennsylvania, the territory in 
which the absorbed companies have been 
operating. 

The Interstate Commerce Commission 
gave its approval to the consolidation on 
November 3. It was shown in the appli- 
cation for approval that the Pittsburgh & 
Allegheny company had sustained a loss 
of $256,304 in the last three years and the 
Chartiers company $55,416. 


Annual Meeting of East Central 
Indiana Association. 

The East Central Indiana Telephone 
Association will hold an all-day meeting 
in Rushville November 22, in the assem- 
bly room of the court house. A good at- 
tendance is looked for, as the associa- 
tion embraces several hundred members 
and the committee in charge has already 
many notices of intention to be present. 

The Rushville members have arranged 
a worth-while program, including sever- 
al talks by well-known speakers. 

This meeting will be the regular annu- 
al session and the election of officers will 
take place in the afternoon. 


Stockholders to Have First Chance 
to Buy Preferred Stock. 

At a recent meeting the directors of the 
Peninsular Telephone Co., of Tampa, Fla. 
—following the action of the stockholders 
increasing the capital stock—provided for 
an issue of a quarter of a million dollars 
of 7 per cent preferred stock. 

It has been announced that this stock 
has all been underwritten but will be of- 
fered to the stockholders first and the 
underwriters will take what the 
holders do not subscribe for. 


stock- 


Condensed Telephone News 


Officers of Companies Are Urgently Requested to Forward to Us Promptly 
All Financial and Other Statements as Soon as Issued and Any Items Relat- 
ing to Construction, Rebuilding, or Changes in Their Plants and Systems 


Construction. 


AnpA.LusiA, ALta.—The Standard Tele- 
phone & Telegraph Co., of Troy, has com- 
pleted a new line between Andalusia and 
Evergreen. The line from Troy to An- 
dalusia is being rebuilt and other new lines 
are to be constructed in the immediate 
future. 

WasuHincton, D. C.—A new exchange, 
costing approximately $150,000, will be put 
into service about December 1 by the 
Chesapeake & Potomac Telephone Co., it 
was learned recently. Seven switchboard 
sections will constitute the initial equip- 
ment of the new office. 

Jasper, Fra.—The Florida Telephone 
Co., of Live Oak, is overhauling its tele- 
phone system at Jasper. A new switch- 
board will be installed along with the 
other improvements. 

LeesBerGc, Fra—Work was _ recently 
started by the Leesburg Telephone Co. in 
laying its cables underground. Another 


improvement to be made is that of replac- 
ing the magneto system with the common 
battery. 


Exporapo, ltt. — New central office 
equipment consisting of two sections of 
1240 type switchboard, 1425 type main 
frame, and 6-C calculagraph, has been pur- 
chased for the Eldorado exchange of the 
Murphysboro Telephone Co. The line 
cables will have wool ends and terminate 
on 77-B protectors. Some additional plant 
facilities will also be furnished when this 
equipment is installed. Other Saline county 
improvements will be the “doing” of a 
small cable estimate for Harrisburg, ma- 
terial for which is now in the storehouse, 
and patrolling and doing light repairs on 
the toll lead from Harrisburg to New 
Burnside. 

Mason City, Itit.—A large force of 
men is engaged in laying underground all 
of the local cables of the Mason City 
Telephone & Telegraph Co. 











RocHELLeE, Itt.—A two-story building ‘: 
being erected for the Rock River Tele- 
phone Co. 

Fort Wayne, Inp.—The Home Tele- 
phone & Telegraph Co. has completed the 
installation of one and one-half miles ot 
underground cable and has another job 
of six miles under way. Two new ex- 
change buildings, to be erected in the 
immediate future, are also included in the 
company’s plans. 

WASHINGTON, Iowa—The Washington 
Telephone Co. is making substantial im- 
provements. In the north part of the 
town all the mains are to be put under- 
ground at an expenditure of about $20,()). 


Detroit, Micu.—The Michigan State 
Telephone Co. will complete the laying 
of underground cable from Detroit to 
Pontiac about December 1. Mt. Clemens 
will also be connected with Detroit by 
underground cable. 

Mounp Criry, 


Mo.—The Independent 
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” Vf The fundamental value of Exide Batteries in the telephone 
- e field has been proven ever since the central energy system 
on was established over 25 years ago. Today, the Exide is as 
si BATTERIES modern in construction and design as the latest practical 
& innovation in telephony; a fact attested by its almost uni- 
* versal use. 
THE ELECTRIC STORAGE BATTERY CO. 
a] Oldest and largest manufacturers in the world of storage batteries 
for every purpose 
- 1888 PHILADELPHIA 1922 
Branches in 17 Cities _ z 

gs Exide Batteries of Canada, Limited, 133-157 Dufferin St . Toronto, Canada 
1- 
S CRABS “REET OO ERE RSS ET 
i- = Me, 
‘ ; . 
y _ To Give Satisfactory Service 
% Note Protection at Corners f : Radio Receiving Sets 
| 2 must be installed and 
I Unequalled for telephone and bell E that know how. 2 

wiring. The fibre insulation pre- z That is why we cater to : 

vents troublesome short circuits B telephone men. : 
e and grounds. = 
n 6 Stee Pat. Nov., 1900 We still boast about our good Service on Telephone Supplies 


Write for Samples 


Blake Signal & Mfg. Co. 
BOSTON. MASS. 


ILLINOIS ELECTRIC CoO. 


Chicago, Ill. Los Angeles, Cal. 


ill 


Generators vs. Batteries C O N D E N S E R S 


Is your ringing service dependable and 
constant? 
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Mansbridge Type Oondensers are Self-Sealing and 
cannot be internally short-circuited. If one is broken 
down by a lightning or high-tension discharge, or by 
mechanical damage, it automatically and instantane- 
ously seals up, this being the unique and characteristic 
property of the metallized paper. 


You can drive a pin right through a Mansbridge Con- 
denser and the capacity and insulation will still be 
Oo. K.! Sounds impossible, but it’s solid fact! 


Complete Satisfaction 


That’s the reason why the Mansbridge Condenser has 
made good. 


Mansbridge Condensers are More Reliable, Lighter, 
Smaller and no more Costly than those of the old fash- 
foned solid foil type. 





They are made under license by Western Electric 


or ‘ " ” 
lhe Holtzer-Cabot Electric Company s Company, Ericsson Mfg. Co., Electric Specialty Co., 





Magneto-Ringing Motor-Generator does its Stromberg-Carlson Co., American Electric Co., and by 
4 ’ ; _ ° numerous other licensees all over the world. 
| i work under any and all conditions, without 
H ae re ‘ Insist upon having MANSBRIDGE CONDENSERS. 
7 f variation. It never fails. No battery ex- 
E | ° , ‘ For full particulars and for terms of manufacturing 
laustion ; no renewals; no contact adjust- license in U. S. A. end Canada apply: 
F ments—but constant service. 


| THE HOLTZER-CABOT ELECTRIC COMPANY G. F ° MANSBRIDGE 


Boston Philadelphia Detroit New York 


Cilesge 40 Aiiunaancts «60s adlineewe «©0 Ghawchena Mount House, New Barnet, ws 
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Telephone Co. is building a direct line to 
Oregon, the county seat of Holt county. 
SHELBINA, Mo.—Work has been started 
by the Shelbina Telephone Co. on placing 
its cables underground. Another improve- 
ment contemplated is that of placing all 
instruments on a metallic circuit. 


Financial. 
Nortu Creek, N. Y.—The North Creek 
Telephone Co. has increased its capital 
from $10,000 to $25,000. 


Elections. 


FRANKLIN Grove, ILt.—At a meeting of 
the directors of the Farmers Telephone 
Co. of Lee County the following officers 
were elected for the ensuing year: F. M. 
Blowers, president; J. J. Wagner, vice- 
president; M. V. Peterman, treasurer and 
auditor; G. M. Finch, secretary; and R. 
Aschenbrenner, manager. R. K. Reed, R. 
Hillison, C. Bowers and G. W. Schafer 
constitute the board of directors. 

Mr. Finch was also reélected local man- 
ager at Amboy. Mr. Blowers will be man- 
ager at Sublette; Mr. Schafer at Ashton; 
and Mr. Hillison at Lee Center. 

ScANbIA, Kans.—The Scandia Tele- 
phone Co. at one of its late meetings 
elected the following officers: President 
and manager, G. W. Nimocks, vice-pres- 
ident, J. H. Sandell; and secretary-treas- 
urer, Mrs. F. A. Cullers. 


Miscellaneous. 
TRIBUNE, Kans.—The property of the 
Greeley County Telephone Co. has been 
purchased by B. I. Wells, owner of the 


TELEPHONY 


Telephone Co., of Syracuse. 
New poles are being set to reach all 
parts of town, also to ‘reach Horace— 
which will be handled on rural lines out 
of Tribune. President Wells has been in 
the telephone game for some years and is 
enthusiastic over the prospects of the 
industry. 


Syracuse 





FOR SALE 
FOR SALE—Kellogg 50-line magneto 
switchboard, five years’ old; 10 cord 
circuits. Good __ condition. Address 


E. R. Behlmer, Sunman, Ind. 


POSITIONS WANTED 


POSITION WANTED — By 
class telephone man. Fifteen years’ 
experience in all departments. Techni- 
cal training. Expert testing and locat- 
ing trouble with telephone testboard 
and other testing instrument (which | 
have myself) on outside construction 
or switchboard and other instruments. 
Can locate “opens” as well as “shorts” 
or “grounds.” Take well with public 
and good collector. With present com- 
pany seven vears as manager-wire chief. 


Address 5138, care of TELEPHONY. 











high 





WANTED-—Charge of one-man mag- 
neto exchange. Twenty years’ expe- 
rience. Have tools, test instruments 
and car. Kansas preferred. Address 


5136, care of TELEPHONY. 


Vol. 83. No. 21. 


POSITION WANTED — First-clas 
cable splicer and maintenance man. 
Experienced in laying out and installing 
both aerial and underground cable sys 
tems. Thoroughly experienced in re- 
building and repairing badly run-dow: 
plants. Prefer permanent position 
Will go anywhere. Address 5143, car: 


of TELEPHONY. 





POSITION WANTED—As manager 
or troubleman of magneto exchange 
lowa territory preferred. Six years 
practical experience with technical 
study. Age 30. Can furnish best ref- 
erences. Address 5144, care of TELE- 
PHONY. 


WANTED POSITION—As manager 
or plant superintendent by all around 
man of 13 years’ practical experience 
from ground up with good company 
who can recognize merits. Address 


5141, care of TELEPHONY. 








HELP WANTED | 


HELP WANTED— Married man 
(German Catholic preferred) expe- 
rienced in taking care of magneto tele- 
phone exchange. Family to do the op- 
erating. Salary $150 per month. 
Transportation furnished by the com- 
pany. Exchange has about 250 phones 
and all lines are metallic. Located 40 
miles from St. Paul, Minn. Address 


5134, care of TELEPHONY. 
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Telephone 


express preference for 


IN 


because with them 


tion against static, 
crosses, and grounds. 


Toledo, Ohio 





men—particular 
safeguarding their property 


VAC-M ARRESTERS 
VAC-M CONTAINERS 


they 
have uninterrupted service, in- 
tact equipment, positive protec- 
lightning, 


Write for details. 


NATIONAL ELECTRIC SPECIALTY CO. 


Screw 





DIAMOND EXPANSION BOLT Co 


90 West St. <_ > New York 
MANUFACTURERS 
Expansion Bolts 
Anchors 
Cable Clamps 
Duct Rods 


GALVANTZING 


PLANT - GARWOOD, N. J. 


Western Electric Company 


Drills 

‘Toggle Bolts 
Bridle Rings 
Guy Clamps 


DISTRIBUTORS 


‘ORPORATED 
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nortHERN CEDAR POLES western 


GUARANTEED GRADES 
MINNEAPOLIS, MINN. 


BUTT-TREATING 
BELL LUMBER COMPANY, 


Bonitas for Service 


Send for a sample of 
Bonita Aerial Cable 
Rings and you will 
quickly see why they 
have been standard- 


ized by the A. T. & T. 
All Standard Sizes. 


CAMERON APPLIANCE CO. 
EVERETT, MASS. 





To insure delivery on time order your poles 
as early as possible. 





Please tell the Advertiser you saw his Advertisement in TELEPHONY. 





